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ABSTRACT 

A project was developed to qa in more insight into 
family -financial problems, to identify these problems, and to 
formulate educational strateqies to deal with and help solve these 
problems- This prolect was conducted ir *hree phases, which included 
community outreach, development of educational materials, and 
evaluation. Three communities with different ethnic blends, similar 
income levels (middle to lower-middle), and moderately high 
unemployment rates were selected as project sites. The outreach 
program, which reached approximately 2,000 participants with consumer 
education information, included *he use of a mobile unit, a 
home-study course, work-site educational proqrams, para profession al 
counselors, and a closed circuit television network. The following 
are some of the project oblectives which were achieved to the extent 
that the majority of those participants who responded to the 
follow-up- studies had changed their practices: (1) participants will 
spend their money more wisely and use their new knowledge and skills 
to extend and increase their resources to raise their standards of 
living; (2| participants will learn to develop a personal money 
management plan; (3) participants will understand the concept of 
consumer credit and its advantages, disadvantages, and wise use: and 
(U) participants will understand the various types of insurance 
policies available and knew how an insurance protection program can 
be adapted to their personal needs. ( Bfl ) 
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bXckgk<5und * 

During the last decade inflation has made - it 
difficult for .some- groOps in society , particularly 
the old, the poor, and those whdse income has failed 
to increase as fast as their actual cost of living, 
toteope with these circumstances . ; In these ten 
years, the cost of living has soared over 50%. 

- Meanwhile since the fall of 1973, rece^ion has 
added larg^ numbers to the ranks of the unemployed. 

People were confused by the conflicting philoso- 
phies and predictions coming forth from government 
and private sectors. People blamed others for their 
econQmib difficulties - farmers and middle men for 
the higher food prices, oil companies for the higher 
dost of fuel, etc. 

Personal financial security was * threatened in 
other ways. A study done by a noted investment firm 
repprted that the total value N of all household net 
financial assets at the end of 1975 ran only 64% of 
what it was at the erfd of 1972 and "that depletion 
of individual financial security" had made the fear 
of' Jfcb loss all 'the greater (Salomon Brothers , New 
York) 

Similar concerns of personal economic uncer- 
tainty wefre voiced by several national surveys 
(e.g., "The American family" ^Report, done by 
Yankelovich, Kelly and White) . 

The world is faced with a crisis of shrinking 
ytural resources such as oil> natural gas, minerals, 
Water, etc. Food production and distribution to 
feed the burgeoning' population is increasingly 
critical. » > * 

Another specialist, Josephine Lawyer, Mid in her 
1976 paper on ^Family Resource Management Programs, " 
"National studies indicate that Americans consider 
inflation the number one problem, and that approxi- 
mately Jfcalf tjtxe families have lowered their standard 
of living since 1973 and are having problems in 
area* of 'financial debt management, savings, ade- 
quate insurance coverage, etc. As prices and taxes 



have increased, people have had difficulty reallo- 
cating income use and adjusting attitudes, values, 
"and life-styles. Expectation that inflation will 
continue at a high rate means that in the future many 
people will have increasing economic, management and 

consumer problems --especially the low income, those 
with less than nine years of education, those living 
on fixed incomes, and young families." 

Inflation and economic uncertainty have wrought 
havoc with family budgets. Many consumers havq 
difficulty making end! meet. Personal and family 
financial security, a goal for many Americans, seems 
harder and harder to achieve. Many consumers do riot 
plan their finances aqd do not realize that 
strategies need to be updated frdm time to tirrte to 
adjust to changing, life-sty fes ,* age , income situa- 
tions, and family structure throughout life. Many 
consumers do not make the most use of their credit, 
insurance, and savings. Others are not familiar 
with legislation protecting them. Many people feel 
out of, control and do not communicate enough with 
their family members about financial matters or do 
not share adequately in decisionmaking. 



Rapid social change combined with economic 
change, the world's food problems, inflation, 
recession, and general economic uncertainty have 
thrust a new challenge upon the Cooperative Extension 
Service: to help families and individuals cope with 
these problems and improve their standard of living. 

A proposal was written by the project director, 
with the support of the chairpersons of the Depart- 
ments of Home Economics and Agricultural Economics, 
at Cook College, Rutgers University and submitted to 
SEA-Extension, USDA. With the support of a special 
needs grant, a program was designed to help indi- 
viduals and families adjust to economic change by 
providing information and education in pertinent 
areas of family economics. 

DIMENSIONS OF PROBLEM 
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^i s project was developed based upon an 
identified -need to gain more insight into family 
financial problems, to identify these problems , and 
to formulate educational strategies tb deal with and 
help solve these problems. 

The following needs were identified and 
expressed in the cooperative agreement between the 
New Jersey Cooperative Extension Service, Department . 
of Home Economics, and SEA-Extension, USDA. Low- and 
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middle- income families needf to understand th* effect* 

f ™ 7 Y * f 8e cufity, families need to determine 
!v?nTi? 90alS conai « tent with their values and 
neid S 7 re8 ° urces ' low " and middle- income families 
need to learn and use skills to control and manaae 

'T^!, ir;, and midd le~income. families need er- 
mine debt limits and manage debt within those limits 
ecnnJi? fam ^/ es « d juBt spending and credit use as 
economic and/or personal change occurs; low- and 
middle-income families need to provide proper 
insurance protection at cost adequate to their •' 
circumstances; families and individual* need to 

exuInd Se ,nH°T ledge 8killB necessary to extend, 

d ' ( an increase resources to improve their 
standard of living. 

t 

Fxten« aS A d c: 0n the ab ° V6 needs ' tno Cooperative 

a nMoi °S Serv " c ? and SEA-Extension, USDA designed 

change! Pr ° ]eCt t0 W P adjust to economic 

OBJECTIVES OF PROJECT • ' 

low InH ™ rC ?i? Ct ' S maj ° r ob 3ectives were to help 
low- and middle-mcome individuals and families to: 

understand that personal economic competence 
is one of the major components in -Achievinq 
the quality of l'ife to which each individual 
aspires; understand the effects of economic 
changes upon their personal economic 
stability and security, and learn how to 
adjust accordingly. As a result, their 
spending will be more realistic^and they 
will increase their knowledge and skills to 
extend, expand, and increase resources to 
improve their standard of living. 

determine economic goals consistent with 
their values and available resources and 
take actions to achieve those goals. 

learn and use skills to develop a personal 
money management plan, recognizing that 
constant revisions are necessitated by 
changes in the life-cycle. 

understand the concept of consumer credit- 
its advantages, disadvantages, and wise use? 
, determine debt limits tailored to their own 
> situation; identify the different types 4 of 
credit and methods of repayment; understand 
contractual obligations and the consequences 
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to the consumer if they are not fulfilled; 
understand the function* pf credit bureaus, 
the importance of a <$ood credit rating, and 
the consumer's right* and responsibilities 
as far as credit reporting and credit files 
are conce rued . 



understand the various types, of insurance m 
policies available; learn hov an innurahce 
protect ion program can be adhpted t<i> 
personal needs and at coat adequate 
income . 



their 
to their 
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understand the role savings and investments 
play in a family's overall financial well- 
being • 
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New Brunswick, Sayreville, and Pert/i Ambpy 7 - 
conmunities adjacent to Rutgers University, with^ 
their different ethnic blends — were selected as ' 
sites. The differences and s imi lar i t/ies ox th? 
three towns, within *15 miles of eaclVothe/, provided 
a natural base for the program. These tjrtree' 
communities have populations with Similar income, , 
employmer*, age distribution, houj/ing crfiaratter- j 
istics, and educational aspirations; bXit d/fferentf 
racial, religious, and ethnic baTckgrqunds/ These 7 
communities appeared ideal for/the pXirpo^es of this 
project 
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The income levels of tl/e thr£e t^wns can be 
categorized asfmiddle to loWar ntfddlef, with a pre- 
ponderance of blue collar ^prke/s anrd moderately 
high unemployment rates. /Dete^iorart ion of housing 
was occurring and pocket/ of i/rbaiy decay were 
developing within the communities. Even though the 
populations of the comn/initi^s have similar economic 
characteristics, Perth'Ambov/ has a large, population 
of Puerto Rican ancestry, New Brunswick has a large 
black population, and* ^ayryfeville , a large population 
of Middle European and Easter?* European ancestry, 
(See Appendix i, A-G , fo^ demographic charts.) 

The three communities Were* thus a logical pro- 
ject area in which to c^velbp different types of 
media and delivery systems/in an attempt^ to improve 
the standard of. living of /the population involved. 
Media to be/ used in otie community may or may not be 
applicable to the othfer tJWo. Having the flexibility 
of change in ?trategV increases the likelihood that 
a successful systeirt jbould be developed. 
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The preparation f or A implementat ion included: 
PROJECT ADMINISTRATION 

H\pan Resources Management - Project Team ^ 

The project director had' to be partly released 
from her other commitments and reassighed to this 
project. Because of t'he far-reaching outcomes 
expected from the project, all of which are within 
the overall program duties of the project director, 
this did not pose a problem, but was seen as an 
opportunity to reach more people with a new program, 
develop new materials which otherwise could not have 
been developed, and gain knowledge which would bene- 
fit Extension and other professionals and consumers. 

Examples of specific tasks performed by the 
project director were: 

determined personnel neWs and criteria for 
selection at staff a*hd team members, ^ 

assisted department chairperson in reviewing,/ 
screening, and hiring of full-time Extension 
Assistant in Family Resource Management. 

hired part-time project team members. 

sujfcrvised and provided leadership to project 
stapff. J 

initiated advisory committee and coordinated 
tasks. . 

provided guidance and training opportunity fco 
the Extension assistant. 

coordinated overall project activities. 

developed final comprehensive report and dis- 
seminated all materials according to SEA- 
Extension, USDA guidelines. 

initiated the evaluation phase and provided 
assistance in this activity.* 

initiated educational material development. 
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• wrote &nd/oc co^authored educational materials. 

• initiated, taught, and coordinated several 
sessions and programs. 

The hfring of a' full-time Extension Assistant in 
Family Resource Management (outreach coordinator — the 
only full-time member employed by the ...project ) was a 
lengthy process; involving sett ing up of job cri- 
teria; announcing the pasition; and reviewing, 
screening , and interviewing candidates . This, was 
done by the department chairperson with assistance 
from the project director. A graduate ito Housing, 
Management and Family Development from Vhe Virginia 
Polytechnic Institute and State University, S<rhool 
of Home Economics, was selected as the full-time 
Extension assistant. initial and continuing staff 
development and training was provided to the assistant 
to implement the outreach phase. * This included sub- 
ject matter information and orientation about uni- 
versity procedures. The Extension assistant attended 
an in-depth inservice program on various aspects of 
Nfamily financial management conducted by the^ project 
director and the specialist in family . resource manage- 
ment in Maryland, October 1976. Other such learning 
opportunities were provided by the associate editor And 
materials developer at Trenton State College. 

Responsibilities of the Extension assistant 
(from now on called outreach coordinator) included 
all aspects of planning and implementing outreach \ 
programs in family financial management; teaching 
sessions, as well as coordinating programs and 
selecting resource speakers; keeping an exact record 
of the number of people reached; developing and 
testing, together with the project team, topic 
indicators «^nd outlines for teaching; cooperating 
with the project director and program evaluator in . 
areas df accountability and program result measure- 
ment ; utilizing* exist ing Extension educational 
brochures; reviewing educational materials 4s they 
pertained to the project. 

A part-time independent project evaluator was 
hired to give leadership to the evaluation " phase of 
the project as well as conduct a complete independent ^ 
evaluation of the project's activities, accomplish- 
ments, and impact. The e valuator also functioned as 
co-author of a publication involving^ thQ write-up of 
an evaluation chapter, and as project consultant and 
educational materials reviewer. The evaluator has a 
doctorate In home economics education and has been 
involved in evaluation*, design, and implementation 
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of similar projects on a state and national basis.' 
The interaction between the evaluator and project 
'(evaluation) assistant as well as the Extension 
assistant in family resource management and project 
director was a'- cont inuous one. Const ant feedback 
on the development of i nS t i ument s and record* was 
maintained, than improving and adding to the project's 

I'OHUltH. % 

A part- 1 ime ass ociate e d i t or was hi red to review 
the materials written during -the developmental stages 
of the project. There was constant interaction 
* between the project director and the associate 
editor, who ais# functioned a$ a project consultant, 

/ 

Five part- 1 ime pro j ect ass is tan ts (graduate and 
undergraduate students) were employed to assist in 
phases 06 the project. The project assistants' 
f mictions were kept flexible and were decided upon 
by the project director and evaluator on an indi- 
vidual basis to allow for maximum utilization of 
talent and skills. Other students t\ad internships 
with the program and thus offered their services 
free of charge 'in return for course credits. 

A part-time s ecretary was hired for the project. 
Additional part-time temporary clerical staff was 
added at a later stage of the project. 

Part of the project team consisted of Coopera- 
tive Extension administ rators--the Dean of Extension* 
the Chairperson of the Department of Home Economics, 
and ,the Nutrition Education Program Leader who 
tervlxi fas Acting Chairperson oi the Department of 
Home K^pnomijg^ during the beginning stages of the 
project! 'TlTra^e vere conferences held, memos sent, 
anil repojrts written to ensure open communication 
about the progress of the project, and to ensure 
that administrators were kept informed about the 
project and had input into its development. 

In addition, contacts were established an<$ 
lines of communication opened between the project 
director and Extension assistant and County Coop- 
erative Extension Service in Middlesex County, as a 
member of\h&t County^ Extension team served on our 
advi sory commi ttee . * There was close cooperation 
between the Extension Assistant in Family Resource 
Management ■ and the Middlesex County Extension home 
economists and °agr icul tural agents, and the county 
team helped the Extension assistant in the initial 
stages of program outreach into the community. 
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Fiscal Management * 

Project administration included the following 
tasks on an ongoing basis: V# 

- Monitorinq project funds to see that spending 
was kept in line with t^he available budget and 
the project's objectives. 

/ , 

- Projecting costs (as bost as possible) for 
different methods of operation and outTeach. 

- Seeing to it that the financial officer was <* 
sent all necessary documentation on time 
(such as Secretarial staff and graduate 
assistant • vouchers , expense papers, etc.) 

and that all expenses were recorded in a 
separate ledgeV which was kept by a project 
assistant. 

- Negotiating internships, hiring, and develop- 
ing contracts with two part-time professidnals 
and five part-time project assistants. 

- Writing, reviewing, and editing reports; 
coordinating the writing of rough drafts 
by the staff; overseeing the collection of 
data and materials necessary for the develop- 
ment of all final papers and reports needed 
to meet the grantor's requirements and admin- 
istrative purposes. . 

- Assess inq needs and providing resources to 
the staff in prder to accomplish program 
tasks - for instance, securing office 
materials; audio-visual equipment j/Cape^^ 
recorder and overhead pro jector) ; /educational 

HflaYerials ( leaflets , films trips ^Jf ilm, 
transparencies, teaching outlines books ) ; . 
and human resources such as personal pro- 
fessional contacts; and providing part-time 
secretarial staff and* project assistants to 
help with the project. 

Making appropriate adjustments and initiating 
changes in strategy when aecessary. 
(Financial resources Were diverted towards 
the utilization of other methods and the 
development of materials after it was clear 
that a change in strategy was warranted.) 
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OVERVIEW OF PROJECT * * 

In the design of the project, three phases were 
delineated: phase one, community outreach; phase 
two; development of educatiortal package; phase three, 
evaluation^ ^ 

Outreach Phase : S 



Methods 



A- wide range of innoy*tive strategies was 
planned to reach consumers with educational infot-^ 
mat ion. These methods include: 

The* utilization of a mobile unit: 

' To provide people^with the opportunity of 
% * utilizing multi-media resources on different 
dates at different locations through a. mobile 
van designed exclusively for this purpose.. 

» 

Administration of a home-study correspondence 
coufse, "Your Money Matters, a self-study 
program for consumers" developed by the 
pribject director consisting of five learning 
uijits on financial planning and budgeting, 
credit, insurance, financial aspects of * 
housing, "saving and investing. Through 
this method ttye program was brought directly 
into consumers 1 homes. 

Reaching consumers through their employers 
at their place of work. To offer an educa- 
tional series directly on site within the 
business, industry, and educational 
community. 

Utilization of community rooms and consumers 1 
homes for holding classes for consumers. 

* 

Training para-professional counselors within 
the established structur^of existing 
agencies and institutions, using the. 
multiplier effect. 

Preparation for Implementation 

Content outlines for teaching were developed by 
the Extension assistant and reviewed by the project 
director and evaluator. This process also had input 
% from other specialists in the Departments of Home 
Economics and 4-H, and outside resource people from 
industry, business, and the community in the form of 
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discuss ion and feedback to^ suqqest ions . An interdis- 
eipi Unity approach was attempted (e.g., a Specialist 
in Foods and ^itrit ion/ tauqht the programs related 
to food budqetinq. This specialist also assisted % the 

'outreach coordinator with needed subject matter infer 
mat ion as did t,he Special fst in Clothinq and Textiles 
and the Aetinq Chairperson of 4-H. It ip important 
to note that st rateqies N^ad %o be chanqed several 

,-fr-imes during the project ; e.g., when it was found 
that senior citizens specifically requested informa- 
tion on consumer protect ion k laws vs. ojAkv planned 
programs. " 

Individual topic indicators were developed by 
the outreach coordinator in cooperation with the 
project team under the leadership of the project 
evaluator to help monitor teaching results (one set 
of indicators is attached in the Appendix as an 
example ) . f 

educational material: s 

Existing Extension and other materials were 
researched and selections made as to which ones to 
use with the program, and which ones were missinq 
and needed to* be adapted or developed. 

Promot ion o f proqram : 

Major effort was put into the promotion of the 
projects-developing of leaflets, flyersr releases 
for newspapers, radio, and newsletters (e.g., the 
Middlesex County Home Economics newsletter, the 
Middlesex County Welfare newsletter, etc J Posters 
were developed and placed at churches, shopping 
^enters, industries, etc. (Several samples of 
flyers and promotional materials are included in 
the Appendix.) An exhibit was developed to serve 
inside and outside the van; other displays and pro- 
mot iona 1 packets we re de ve loped to increase the 
number of part icipan ts . Some examples are g i ven 
be low : * \ 

Efforts were made regarding reaching the 
retai 1 es tabl ishments , agencies , and 
industries in the three communities. A 
basic list of industry, retail establishments, 
and banks w^3 developed, followed by the 
development of a more comprehensive social 
agency 'and community resource lists. Leaders 
were informed about our program and the 

*See Appendix 2, A- J. 
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Cooperative Extens ion, ServJLce in general, apd 
solicited for involvement as speakers and 
supporters, ai>d* for help in providing commu- 
nity rooms or in giving assistance in other 
ways. O 

' Direct input vtaa sought from various commu- 
nity, industri©, and business groups (e.g. , 
( the PTA; Urban League; labor union repre- 
sentatives ? Insul-Coust ics Rirma, Inc. ; 
Midland Ross Co.; banks and savings and loan 
associations; religious organizations; and 
various individuals) • ( 

• Fmphasis continued to be placed on involving 
various people in the preplanning and planning 
stages of the program during the entire pro- 
ject^ 

' clreat emphasis was put on studying, research- 
ing, and adapting various teaching methods. 
Educational materials selected include out- 
lines and resources developed in the area of 
budgeting, consumer credit, food and the food 
dollar, children and money, the clothing 
dollar, family communication, life insurance, 
saving and investing, *and\>thers. *As the 
project continued, these materials w,ere 
reviewed, adapted, and improved to meet the 
needs of professionals and consumers. 

* Physical facilities were made available to us 
free of charge by other agencies, the 
Extension Service office, industries, and 
department stores. A van was procured fjrom 
the Department of Psychology, Douglass* 
College. Permission was received to park 
the mobile van at various housing projects, 
shopping centers, and parks. 

Teaching aids used were an overhead film pro- 
jector , posters , handouts , tape players , slides , 
transparencies, quizzes, arid discussion questions. 

Volunteers were involved in the projects 
Guidance and training were offered to three program 
volunteers who assisted with developing posters, 
researching educational materials , etc . 

Utilizing an Advisory Committee in the 

Planning ^Process ~ — 

* 

During fall 1977 the project director initiated 
the formation of a federal ptroject advisory 
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committee. This was done in response to urging by 
the project evaluat,or to increase the number of 
participants in the proyrpm am i to seek methods of 
greater community impact. 

4. 

^hree formal meetings were hold and structured 
pjrograms offered. Many informal conferences were 
conducted. To illustrate the total interaction 
between the proiect staff and advisory committee 
members, the following brief summary is given: 

Advisory Committee Pjojoct Interaction 

i 

The federal project's advisory committee members 
gave willingly of their time, expertise, and 
enthusiastic support to all phases and aspects of 
the project. Out of the 25 persons who agreed to 
serve on the committee, 21 served the project in a 
professional capacity, in addition- to active par- 
ticipation in committee meetings.' Several of the 
members served 3s resource speakers at learning 
.sessions or co-sponsored sessions in their own 
organizations. 

In Addition eight members assisted in the test- 
ing of materials (especially the home-study course 
and two resource guides) , serving as consultants or 
reviewers in specific areas of their expertise. 
Three members vho are in the communications field 
assisted in media promotion and recording of project 
events. 

Of invaluable help to the project staff»was the 
assistance of many of the members with community out- 
reach responsibilities. Members provided community 
background information, and introduced the staff to 
community leaders, which greatly increased outreach' 
effectiveness in the target dbmmuni t ies . See 
Appendix i A and D for .examples of dealing with a 
planning session of our advisory committee. 



Educational Material Development - Phase 
v 

This phase includes researching existing educa- 
tional materials; selecting and identifying appro- 
priate ones for use in the program; adapting existing 
Extension publications; assessing the need f o r* new 
material as well ^s planning, designing, writing, 
.editing, and printing such material. 

Teaching outlines developed and used in programs 
include such topics as budgeting (outline. ojKa 
budget, family financial problems, the """food budget, 



consumer ^f£s , cutting expenses in day-to-day living); 
consumer credit (credit bureaus, establishing a good . 
.credit gating , credit legislation, lending institu- 
tions, What to do in financial difficulty, charge 
accounts); insurance; savings; and financial aspects 
of housing. 

Kducat iooal .materials were prepared to assist 
; community educatbrs in teaching family financial 
management. Thrk was done in the form of a resource 
guide, which 'Includes information on teaching, teach- 
ing outlines, objectives, methods of 'teaching, 
community outreach methods, values clarification 
exercises, and a bibliography. 

A publication dealing with project initiation, 
management, and evaluation has been developed based 
upon the federal project to assist other community 
educators in establishing similar programs in their 
Communities. This publication uses the system 
generated through the implementation of the project 
as a model. 

A horae-^tudy course (self-study program) has 
been developed to provide comprehensive information 
to consumers in their homes. The qourSe cdhsists of 
five units (budgeting, credit, insurance, financial 
aspects of housing, and saving and invest ing )\u> ; ■ * 

Each unit %as planned and designed as a self- 
contained learning package* consisting of fact sheets, 
quizzes, and a comprehensive .evaluation question- 
naire. The home-study course was f ield- tested by 
consumers who pro*vided< their assessment of the 
course, analyzed by Evaluation staff (including the 
Fry Test for reading level), reviewed by reviewers, 
edited, and rewritten. Toward the ehd of the pro- 
ject, an educator's version of this self-study 
program w^s developed in the form of a guide for 
educators for use in reaching and teaching consumers. 

The following are some highlights of the 
planning and work process involved in the edwca^ 
tional material development phase: > 
/ ) \ 

Tasks done and XJomplete'd include: 




Researching existing materials 



Making a needs aspessmentMregarding educa- 
tional materials needed for Xs a community 
outreach program on helping families adjust 
to economic change. 
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Conceptualizing and designing outlines of 
materials (this wrfs done in cooperation with 
the project's associate editor and .project 
evaluator) . ' , • 

Writing the material, dividing, tasks, and 
coordinating writing efforts* 

• r * * 

Reviewing co-authors 1 materials . 

Selecting reviewers, sending materials to 
selected reviewers who had consented to 
examine the manuscripts. 

Gathering reviewers 1 comments and examining 
them, and* incorporating appropriate suggestions 
into the educational materials. 

t * Rewriting materials as necessary, editing, 
typing, proofreading, and overseeing pro- 
duction* process • ; - 

* Processing materials for home-study course 
and other educational publications through 
ju^versity channels for di&seminatiori. 

Eva^uat;ion Phase * 

Evaluation and accountability are very important 
parts of Extension activity. Therefore an important 
freet of this project was th£ inclusion of evaluation 
by an independent evaluator as an integral part of 
the project. The evaluator selected and invited to 
become part of the, project team had to have (and 
has) an .understanding of the type o£ work Cooperative 
Extension Service does and' the people we reach. ^jf 

A 

'»• i 4 

Evaluation was planned and conducted as an on- 
going process aftd involved constant feedback. among* 
all rtiembers of the project team- Led by the 
evaluator in cooperation with members of the pro- 
ject team, this phase included the development of 
program indicators and proper evaluation instruments, 

• * 

Undej£ the leadership of the project director 
and assiJied by the evaluator and other project 
assistants, proper records were being kept at all 
times; charts were developed, to facilitate the 
recording, analyzing, $uid Synthesizing of data to 
come up with conclusions and recommendations based 
upon variouls activities in the project and to pro- 
vide the needed accountability regarding how 
resources were utilized within the project. 
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, The project director and evaluator develo^ped 
completely separate reports; neither one saw the 
report of the other before the reports were written. 
Each one wrote the report from a separate point of 
view; the project director from the point of view 
of a manager, Extension specialist, as well as a< 
community educator; the evaluator ftom the point of 
view of a project critic. Sometimes these functions 
may have overlapped, but it ifc the writer's point of 
view that this will only benefit the reader. 

The dvaluatioh as directed by the evaluator 
consisted of four major components: input evalua- 
tion , process evaluation , product evaluation, and 
impact evaluation. , 

Within these major components, six dimensions 
of the project were to be evaluated: (1) inputs - 
human an<i material resource; (2) activities - 
development of educational materials, information 
dissemination, and program offerings; (3) people 
involvement - numbers, types, continuity, frequency, 
and intensity ; r (4) reactions - interests of particL- 
pants and acceptance of presenters; v (5) changes - - 
attitudes, aspirations, knowledge, practice, and » 
skills; (6) end results - objectives met and side 
'effects. 

Two types of data collection methods have been 
used: (1) impressionistic - information gathered 
through conversation, field visitation, and confer- 
ence; (2) objective means - checklist interview, 
observation, questionnaires, systematic analysis, 
and testing. 

The evaluation process consisted of five major 
steps: (jfe) the analysis of project goals, objectives, 
and expectat ions ; (2) the translation of goal-s , 
objectives, and expectations into measurable indi- 
cators; (J). the collection o'f data on the indicator's 
for participants and nonparticipants ; (4) the * 
analysis of data; (5) the formulation of evaluative 
judgment and recommendations (Huang, 1979). 

The major function of this evaluation system 
.was to provide continuous feedback ^from the 
evaluator to the project staff. During the pro- 
gress of the project, special instruments were 
developed which served as a means of collecting hard 
data for the evaluator, providing feedback to the 
project team and facilitating communication between 
the evaluator and project team members- 




E va 1 ua t ion I ndlcato rs 

One of the project's outreach methods was the 
presentation of information on a topic to groups of 
persons in the three communi t ies , In order to 
develop a way of assessing the impact- of the project 
in terms of the clientele's competence andlpractice 
change, a series of learning indicators was 
developed. The indicators reflected the objectives 
of learning expectancies for each of the major topic 
areas. They also provided a guide to ^hsure that 
thfe presentation of the topics is consistent with 
the objectives. A six-step process was used in 
developing each set of indicators. 

Step One - Defining specific ob jectiires for 

the topic area consistent with the 
needs assessment of the communi- 
ties, goals of the project, and 
t time limitations of the sessions. 



Step Two - Developing content outlines/of the 
subject matter based on thq£ 
objectives. The first two steps 
were carried out by the project 
director, outreach "Coordinator, 
and subject matter specialists. 

Step Three - Drafting a suggested list of indi- 
cators relative to the objectives 
and content outlines. Since the 
indicators were used b^ the pro- 
ject team as a guide and by the 
evaluation team as a basis for 
determining clientele competence 
and practice change, the draruing 
* was done jointly by the project 

"director , outireach coordinator , 
and either the evaluator or the 
e valuator 1 s assistant . 

Step Four - Modifying and revising thd draft 

as input, comments, and suggestiphs 
were made by members of the staffs. 

Step Five - Delineating topic indicators by 

consensus at a jcjglnt staff meeting.. 

Step Six - Re*-assessing indicators in light 
of their use by the project and - 
* evaluation staffs, taking into 

account clientele feedback. This 
important step allows for the 



benefits of experience to be 
incorporated into the project. 



recognized that the indicators are both 
comprehensive and nonlimiting depending upon the 
particular situation, such as time available, 
expertise of presenter, composition (size, age, sex, 
income level), an d particular needs and/or interests 
of the clientele group. Thia flexibility means that 
it is not always necessary to cover the information 
relating to each indicator for every topic discussed 
at the sessions; information from different topic 
areas may be discussed and information not reflected 
by the indicators may be included. For example, the 
indicators on "Saving and Investing" allow for the 
discussion of various types of methods for having 
and investing. The particular subject area 
emphasized would depend primarily on the needs and 
interests of the group. it also leaves room for 
the instructor to decide what aspdct of the topic 
he or she will stress the most. 

All of the instruments for data collection 
benefited both the evaluator and the project 
director. Having tfhe instruments meet the needs of 
both was a prime consideration. The .project 
assistants worked in both capacities: in that of' 
project assistant and evaluation assistant, depend- 
ing on need. The process for the design and 
development of indicators followed similar pro- 
cedures to the ones described for the delineation 
of indicators. No instrument was used until the 
outreach coordinator, project director « evaluator, 
and project assistant agreed to its design, when, 
after using an instrument, a member of the team 
felt that it was not meeting its objectives, changes 
and improvements were suggested and agreed upon bv 
general consensus. 

To foster communication between the evaluation » 
and project teams, various channels were utilized: 

1. The project director, and evaluator met 
regularly or when necessary, 

2. The project director, evaluator, outreach 
coordinator t and project assistant met 
monthly, generally after the meeting 

' between the director and evaluator or 
when necessary. 

3. The evaluator and project assistant met on 
. ' a weekly basis or when necessary. 



9 

ERIC 



30 



4. The outreach coordinator and/6r director 
met with the assistant evaluator weekly. 

5. Other meetings between any members of the 
project staffs were held whenever necessary, 

* f 

6. Memos and letters were used as needed. 

v "* 

7. Telephohe communication was frequent, 

8. The data collection instruments were filed 
and made available to all members' of the 
project team. 

The final aijns o£ the evaluation, as far as the 
project director is concerned, were to measure the 
overall degree to which the proposal objectives have 
been met; to evaluate the Attitudes of the partici- 
pants in the project in terms of awareness, knowledge 
gained, or changes made in participants' personal 
lives because of the program; and to gauge the 
impact of the project in the long run. 

The project evaluator has prepared an indepen- 
dent evaluation. 

T^he project di rector 1 s* report of accountability 
includes this entire report ,* especially the section 
on program implementation, program results, and 
major findings. r 




Richard Sprince trains community service counselors 
in consumer credit. The proqram is coordinated by 
Mr. Clark Spratford, APl-CIO Community Services 
Director, United Way Office, New Brunswick; and Miss 
Jane Howell, Project Director, Labor Education Center, 
Rutgers University. * 
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Chapter'3: 

IMPLEMENTATION AND 
ACHIEVEMENTS OF 

PROJECT 



COMMUNITY OUTREACH ACHIEVEMENTS 

To meet the stated goals and objectives of the 
project, various outreach methods were employed, 
including utilizing a mobile van; using closed- 
circbit television; holding learning' sessions in the 
community; and administering a home-study courfre to 
reach consumers in their homes, offices', and other 
places. \ 



Mobile Unit 

A mobile unit was planned as an innovative 
method of outreach. The major idea behind the mobil 
unit, named the "$ Mobile," was th^t ot convenience. 
The $ Mobile was driven to sites where consumers 
congregated in large numbers . These sites included 
shopping centers, apartment complexes, neighborhoods 
and fairs. The consumers received information (i.e. 
through discussions, referrals, pamphlets, films, 
cassette tapes) at their convenience, as the van was 
equipped as a learning center. The outreach coordi- 
nator coordinated the van's outreach efforts, taught 
sessions, and gave out information. 

A total of 377 consumers were reichedl through 
the Rutgers $ Mobile: 41 in New Brunswick and 236 
in Sayreville. 

One hundred and eighty-three of the consumers 
were female, 94 were iftale. Their age ranged from 
youth (eight people reached) , to adult (70 people 
reached), to senior citizen (199 reached). The 
ethnic background included 78 white, 30 black, 2 
hispanic, and 167 of- Eastern European background 
(Slavic and Hungarian) . 

The largest number of consumers was reached * 
when the van was use 1 in conjunction with learning 
sessions held in the community. These learning 
sessions and visits to the van were pre-arranged 
and successful. Informal evaluation through p 
observation and interviews with tl\e contact person 
showed that the senior • citizens really 'enjoyed the 
sessions and benefited from them. 

When the v6rT"was parked in the parking lots of 
shopping centers, parks, etc.* only ^ -small number 
of consumers took the time to come to the van. The 
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time consumers spent ih the van was short. Those 
who 'did come in, though, expressed satisfaction 
with the materials, found the film that was used 
^excellent, and appreciated the opportunity to dis- 
cuss personal financial problems with the outreach 
coordinator. Some difficulties encountered were; 
people did not take the initiative to come into a 
small enclosure like the van alone, some felt that 
data about them woi^ld be collected and reported, and 
bad weather restricted the use of the van. 

At first siqht many people feared that the van 
was a "ftoney making scheme vs. an* educational- 
medium" and "hesitated, to* discuss financial affairs 
with a stranger." 

The van did distribute educational Extension 
materials to all who visited it. This dissemination 
of materials was considered one of its strengths. 

The van method did not fully provide the learn- 
ing opportunities desired and, therefore, strategies 
were devised to find alternate methods of reaching 
consumers. „ 




Mr. Joseph H« Martin, Consultant and Appraiser for 
# New Jersey Association of Realtors and Associate 
Professor, Ryder College, conducts an educational 
session on financial aspects of housing for Johnson 
& Johnson - Surgilcos. 

« 
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Learning Sessions 
Overview 



A total of 1,335 consumers representing con- 
sumers in general, the disadvantaged (including 
displaced homemakers *and senior citizens) , pro- * 
fessional educators, and paraprofess ional 
counselors participated in learning sessions held 
in t he communities. From these, 658 were reached 
in New Brunswick, 175 in Per,tft Amboy^ 379 in 
Sayreville, and 123 outside these communities. 

Nine hundred consumers were female, 435 were 
male. They ranged in age from youth (110) to 
adult (.824) and senior citizens (401)/ 

A total of 59 different learning sessions were 
held (39 in New Brunswick, 6 in Perth Abmoy, 7 in 
Sayreville, and 7 in other communities). Out of 
the 100 total sessions' conducted, about 75% were 
one-session programs, 9% were a series of two or 
three sessions and 16% were a four- or more 
sessions series. The most popular , topics were 
budgeting (38 sessions) and credi t (28 sessions). 

Learning sessions in family financial manage- 
ment were presented in community areas, in con- 
sumers 1 homes and at worksites, thus reaching 
consumers through their employers. Examples 
include sessions such as "Financial Planning for 
Better Living," co-sponsored with Johnson and 
Johnson-Surgicos ; "Beyond the Cookie Jar," co- 
sponsored with the Rutgers Women Center-Douglass 
College; "Personal Credit use," with Pari in YMCA 
and the New Brunswick YWCA; sessions given at 
PTA's; programs held after work in companies such 
as Midland Ross; and Lunch 'N Learn Series at , 
places of work. / 

The Perth Amboy Adult School offered twd ' 
Credits to adults working toward th,eir high school 
diploma for their participation in a series con- , 
ducted by the project. Four hundred and eighty- 
two disadvantaged consumers* were reached through 
organizations such as the Neighborhood House pro- 
ject, Women's Transition fCounseling, Senior Citizen 
Nutrition Program, and hospitals (PATHE - Perspnal 
Assistance to the Homebound and Elderly) . 



In addition to reaching consumers directly, 
which involved a person-to-person coptact between 
consumers and a member of the project team, oon^ 
sumers were also reached indirectly . This indirect 
way of teaching involved training professional 
educators and community and/or paraprofessional 
counselors within an established structure of a 
local agency or civic group who then "reached con- 
sumers within their organizations . 

Two hundred and sixty-eight (268) professional 
educators and paraprofessional counselors were 
trained by the project staff from such organizations 
as the Middlesex County Cooperative Extension 
Nutrition Education Project, Labor Union Counseling 
Program, Hispanic Economics Development Project, 
and Perth Amboy Public Schools. 

Most of the offerings through learning sessions 
were done in cooperation with other organizations. 
These organizations included groups such as the 
Perth Amboy Public Schools, where teacher training 
was offered by ttyq project; t,he Middlesex County 
Welfare Board and Urban League, where social 
workers and community counselors received training; 
and .industrial and business organizations such as 
Johnson and Johnson-SUrgicos and Midland Ross, 
whetre employees participated in educational pro- 
granwjj 

Summary of Achievements from All Learning 
Sessions ~~ ~~v 

Immediate feedback from the participants was 
gained through the use of a questionnaire at the 
end of the sessions. About one-half (414 out of 
,941) of the participants returned questionnaires* 
More than 75% rated the session "good" in terms 
of meeting their expectations. Ninety percent 
indicated, they would recommend this session to „ 
others. To an open-end question regarding 
what they liked about the session, 189 (45.6%) 
liked the presentation, 192 (46.4%) found the 
information helpful and useful, and 252 (60.6%) 
indicated specific learning they had gained in the 
particular subject area covered. 

1 Follow-up feedback was obtained ^hrough per- 
sona l"TnIervTew^ participants! with 11 
"contact persons" from co-sponsoring organizations, 
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and through a written questionnaire sent to all 
"Lunch 1 N Learn M participants and labor education 
counselors. 

Results from participant interviews reveal 
that over 70% of the participants vefce able to 
answer correctly questions oh topics discussed in 
the learning sessions, indicating that learning 
took place. Most had read the material given out 
at the sessions and most of these rated the 
materials very highly. All of the participants 
said that the session was helpful and the informa- 
tion useful to them. 

Combined results from personal interviews and 
returhed questionnaires indicate that, the following 
actions were taken: 

- Twenty-nine reviewed their financial 
situation in one or more of the topic 
areas, i . 

- Thirty-two communicated with family or 
/ others in one or more of the tppic 

areas. 

- Twelve participants set up budgets, six 
adjusted spending habits, and three deter- 
mined their net worth. Three participants 
reported that they planned to set up budgets 
in the future, and ten indicated that they 
planned to adjust their spending habits. 

- Ten had changed their credit situation or 
had established credit (two planned to do 
so in the future) , two consulted credit 
bureaus, and one planned to do so in the 
future . 

- Eight reported that they had made changes 
in their savings and investment situation, 
15 planned to do so in the future, and 1 
participant planned to take* action in his 
housing situation. 
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The following are some comments made by con- 
sumers daring interviews regarding* actions they had 
taken t * 

"I started a regular savings plan." 

"I discussed budgeting with my husband and we 
set up a budget . * 

"After learning about the di f fereTit saving 
rates, l- asked my bank about specific terms 
on the i r acooun ts . " ^ 

"Helped my brother get a car loan fro^ the 
bank which was cheaper than whpt the dealer 
offered." 

i 

The following are some, comments received from 
follow-up feedback through evaluation questionnaires 

"I record what I spend. We have a better 
filing system for our bills and important 
papers. We are investigating m^ans of saving 
and investing;" 

"1 have reviewed my debts and assets. Planned 
a budget. Started to acquire credit in my 
own name and to question and think about 
installment plans and all typqs of lending 
institutions . " 

"Have a, budget plan by the month and figured 
out what we're worth financially." 

"I plan my shopping more carefully and 
developed an overall budget — give more 
attention to financial planning." 

"I stopped my mutual fund. Am looking at my 
* insurance policies with the feeling may drop 
one. Set up one of the long-term savings 
accounts . " 
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Highlights of Individual Learning Session 
Results " " 



Summary data regarding thtr result* <5f all of 
the learning sessions appear on the previous pages. 
The following examples highlight several successful 
learning sessions/ which will further illustrate 
scope acid variety of the accomplishments of the 
learning sessions. 



v 



Lunch 'N Learn Series 



Overview : 



In April, May, and June 1978, three Lunch 'N 
Learn series (a total of J.2 sessions) were conducted 
on the Rutgers campus for university secretaries. * 
Each series consisted of four one-hour sessions (one 
per week for four weeks) on different areas of family 
financial management and included after-session 
counseling in two^ of the three Aeries. A graduate 
assistant and/or the conununit^r coordinator assisted 
the project director in coordinating some of the 
sessions and teaching one program. 

A total of 5 2 people attended the series. Many 
of these participants also registered for the home- 
study course* 

Series I had a total of 18 registrants. Seven- 
teen attended the first session, 17 the second, 
18 the* third, and 16 the fourth. 

Series II had 19 registrants. Nineteen attended 
the first session, 15 the second, 19 the third, 
and 13 the fourth. > 



Seriefe in ftad lb registrants. Fifteen attendee! 
the first session, 15 the second, 14 the third, 
and 12 the fourth. 

* Immediate feedback: 



Efforts were made to evaluate what was learned 
by participants, how they felt aboOt the course, etc. 
Therefore, evaluation questionnaires were given out 
at seven of the sessions to get immediate feedback 
from the participants. Out of the' 117 questionnaires 
handed out, 81 were completed and returned. Of these 
81, 74 indicated the sessions had met their expecta- 
tions. To the question what they liked aljout t^e 
session, 46 indicated that they liked the presenta- 
tion and materials. 
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- 27 indicated that the, sessions were informa- 
tive and helpful. 

- 18 indicate speci f ic learning from )the^ 
sessions, such as finding out about consumer 
and credit rating information for women , how 
to take financial inventory, budgeting tips, 
and savings aod investment opportunities. 

- 51 participants responded that they wished 
the sessions could be longer or more sessions 
offered. 

Follow-up feedback: 

In addition to the above immediate feedback, the 
project team felt it v would be desirable to find out 
\f consumers had taken any, action, shared any of the 
material with others, and/or planned to take any 
action in the future which would benefit their own 
and/or their families 1 lives • Thus a follow-up 
questionnaire was mailed to all 52 participants* 
Thirty-one (59%) of the 52 participants responded. 
Out of these 31 participants: , 

- All (100%) indicated that the series had been 
helpful . 

- 29 (94%) had shared the information with 
family and/or friends. 

- § 24 (74%) related specific actions they had 
taken as a result of the series. t 

• Categories of actions taken "by individuals: 

Seven participants set up budgets, four changed 
their spendingftabits, five changed their*credit 
situation or established credit and five changed 
their savings or investment situation. Twenty par- 
ticipants said that they became more aware of 
financial planning and management, reviewed their 
own situation in the different areas , and discuseed 
their learning with others. More than half Of those 
responding indicated "they plan to take action regard- 
ing one or more of the areas. | 

L 

Here are some comments ^regarding action taken x 

H I reviewed my debts and assets, planned a budget, 
and started to acquire credit in my ^own nqme." 

*l have been checking into different banks 
regarding time certificates and interest to 
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increase my savings.* 1 



"Checked into life insurance programs with 
insurance company for better coverage.** 

"Made list of assets and liabilities to see 
where my husband and I stand. 91 

"Reviewed our finances very carefully; are 
changing some moneys into Series E Bonds 
(because of our ages) so they may be converted 
to H Bonds at retirement. We have also become 
a little more thrifty. ** 

"Checked life insurance programs with insurance 
company for better coverage. Changed banks — 
became aware of better services and higher 
interest rates at different banks. 91 

"Have made plans to invest savings in other 
banks." 

"I plan my shopping more carefully and developed 
an overall budget — give more attention to , 
financial planning.* 1 

"I record what I spend. We have 4 a better filing 
i system for our bills and important papers. We 
are investigating means of saving and investing,. 

V - ' i 

The value of the course Was apparent from 
repeated voluntary comments such* as: - ! 

"Thought the series was very worthwhile, would 
like to see more like it." 

"It was great! helpful! enjoyable!" 

"Every person regardless of age could well 
profit by such a* series." 

'•Would recommend this series to everyone 1 .!!" 

Learning Sessions Held at Industry Locations 

* Overview: 

* 

Three series were conducted at two New Brunswick 
area industries. Each of the series offered sessions 
in family financial management, presented by pro- 
fessionals in the different areas. 

these series involved several pepple in the 
planning and teaching stage, including an Extension 
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home economist, the specialist in foods and Inutri- 
* tion, the associate editor and co-author, of the pro- 
ject, the outreach coordinator, xhe project director, 
and several resource people from the community. 

In the spring of 1977, two (4-session) series 
were held at Midland Ross Company/ At one location 
(Somerset) , the participants were middle-management 
employees. At thef other location (Highland Park), 
labor employees were reached. \ v 

In Sdmerset, 7 poj^sons attended thW first 
Bess ion , 18 attended theN^econd session, 4 attended 
the third, and 0 attended the last* session. 

At the Highland Park location, five attended 
the first session, three the second session, one 
I attended the third, and one the fourth. 

In May and June of 1978, a five-session series 
was conducted at Johnson and Johnson-Surg^cos (for 
professional and clerical employees) . Thirty employ- 
* ees attended the fir.st session (saving and investing); 
21 attended the second (life insurance); 28 the third 
(financial aspects of housing), 9 the fourth (finan- 
cial planning and credit) and 24 the, fifth (financial 
aspects of housing) . This topic was specially 
requested as the company was considering relocating. 

Evaluation at "mid-point" (through question- 
naires) indicated that the feries was well received 
and that the idea of after-work teaching sessions 
was considered beneficial by the participants. 

* Feedback : 

Asked what they liked and didn't like about the 
session participants gave such responses as "good 
basic data; straightforward answers to questions;" 
"information presented useful to me;" "the level of 
expertise; " "investment advice ; opportunity to iden- 
tify real estate etc.;" "I thoUght the entire session 
wis veryjgood and would have probably lasted 2-3 
hours. A great deal •of interest was shown;" "The 
qualified pers*6ns that were chosen to speak to^us;" 
"The sessions were practical, inf ormative^ and well- 
planned;" "Practical and useful suggestions for 
Consideration by prospective-* buyers and sellers." 

Twelve peppie filled out the questionhaire* at 
"mid-point." All indicated that they would like to 
have further information and sessions, the greatest 
interest being In the area of financial aspects of 
housing, followed by savings and investing, then 
budgeting. 
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To the question/ which nvunber beat describe? 
the sessions in terms of your expectation (on a 
scale of 1 to 9; 1 - bad, 9 -r good), three partici- 
pants gave it the highest rating (9); five a rating 
of (8) # the second highest rating; one (7); one (6); 
one (4); and one did not answer this question. 



Results from follow-up interviews by the con- 
tact person at Johnson and Johnson indicated that 
"the people were satisfied with the programs" and 
that several participants "have done something as a 
result of attending the sessions . " 

* . ... 

Results from a post-seminar conferGncq between 
the outreach coordinator and manager fcf organi- 
zational planning at Johnson and Johnson indicate 
-that Mr. Weisk*erg felt "the series to b£ very well- 
organized and presented, the speakers chosen t© be 
excellent, and the topic ^covered of interest and 
importance to all consumers . " He f'elt that his 
company benefited by providing this service to the 
employees and thanked Cooperative Extension Service 
for initiating the series and following through with 
such a worthwhile project. 

Metropolitan Regional Council Television (MRC-TV)- 

Learning Sessions 

# Overview: 

In , the spring -of 1978 a series' was conducted ' 
through MRC-TV in New York. MPC-TV is a two-way 
closed-circuit television network, which offers edu- 
cational programs as in-service training to municipal 
county, and state employees. It has two-way audio- 
visual capability. Live educational broadcasts are 
received in 15 cities which have MRC-TV monitors in 
the tri-state area, including New Brunswick, and < 
Perth Amboy. * 

The series was entitled "Your Money Matters" 
and consisted of five sessions an varioue , topics in 
family financial management. Guest speakers partici- 
pated in the program, which was hosted by the out- 
reach coordinator and the project director ♦ 

Available records 'show \ minimum attendance of 
3 3 persons; however, not all sites reported attend- 
ance. The total recorded attendance for all five 
sessions in this series was 146. Twenty-six 
participant feedback questionnaires were returned 
from a limited number of locations. Of these, all 
indicated the session had met their expectations 
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and 25 woUjLd recommend the session to friends, 



* Immediate feedback r K 

. To the question on what thpy liked about the 
session, 1*7 incUcated that they liked the presenta- 
tion; 8 said they found the session helpful per- 
sonally and/or professionally, and 5 cited specific 
learning from av session such as realizing th^e Value 
of maintaining A budget and setting priorities, 
understanding differences in interest rates in 
various financial institutions , knowing the differ- 
ences between series E and H bonds, and discovering 
various aspects of different types of insurance 
policies. 

Fo 1 low-up feedback was received from a personal 
.interview with Mr. I^Iblit, who acted as the. contact 
Vcerson. He ! felt! tfcat the program was "very valuable 
md had been well received." He pointed out that 
several people haq stopped him to mention some 

Jectflc item they had learned and to say that they . 
\found the program and speaker excellent. He said, 
*They found the series helpful to themselves per- 
sonally and tjhe information presented helpful and 
useful in their job." 

<r 

>* Senior Citizens 1 Learning Sessions 

* Overview: 

/A total of 401 senior citizens were reached: 
42 An New Brunswifck, 85 in Perth Amboy, 274 in 
SAyk^ville. A total of 220 were female, 181 male. 
Their ^£hnic background Included Eastern European 
(Slavic and Hungarian) 259, white 117, black 10, 
hispahic 15. 



Teaching methods , program structure, topics, and 
materials covered were adapted to meet the needs of 
special groups of audiences. An example — Programs 
were co-aponsored with Personal Assistance to Home- - 
bound Elderly (PATHE) — a YWCA nutrition project. 
, *i * 

■^Learning sessions wece held with five of these 
senior citizen groups, feaqhing a total of 401 
consumers. 

The sessions were geared towards' consumer pro- 
tection laws , spec! fica\W^ war ran ties J door-to-door 
selling; extra income cfAims; and unordered mer- 
chandise. Each presentation lasted 15 to 20 minutes, 
with time^al lotted for questioning at the end of 
each session. 
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For example, 80 senior citizens were reached 
through the nutrition project in Sayreville and 
taught about the rights of consumers in dealing with 
door-to-door salespeople, products mailed to their 
homes which were not ordered, and product warranties 
and insurance needs of the elderly. 

, In another case, 85 senior citizens were 
reached at fch* Veteran of Foreign Wars (VFW) Hall 
in Perth Amboy. Again, door-to-door selling, pro- 
duct warranties and what they mean, unordered 
merchandise received through the mail, and out-of- 
state real estate frauds were covered. A pamphlet 
entitled "Managing Your Money" was shared with the 
senior citizens. 

. Also, 42 senior citizens were reached through 
the Hungarian Civic Association in New Brunswick, 
Assistance was given to the outreach coordinator by y- 
a member of the university who is very active in^trfe 
Hungarian community and who referred him to the 
director of the Hungarian Senior Citizen Lunch Pro- 
gram. The topic of the session was on consumer 
protection (including extra income claims, warranties 
unordered merchandise, credit, and door-to-door sell- 
ing) . 

Feedback : 

immediate feedback was provided through a 
questionnaire designed specifically for this 
audience. Eighty-three qu4| tionnaires were returned; 
66 participants thought th^session was helpful, 73 
would recommend it to their friends, 15 indicated 
apeciiic learning that was gained based on the sub- 
ject matter taught.* - * 

Follow-up feedback from specific interviews with 
fouiS contact persons representing four senior citizen 
groups indicated that the senior citizens benefited 
from t;he information £iven to them and that several 
of them had indicated specific topics learned, e.g., 
two people who were solicited by dbor-to-door sales- 
people "knew what to ask and what to do." 

♦ 

Specific comments by contact persons included t 

-Program helped the senior citizens with 
problems they have — jpeets their needs." 

*lt was specTficaily decided not to ask the senior 
citizens what they had laarned because, of the 
sensitivity of their age. 



"Vary beneficial." 

"Excellent topic for senior citizens." 

"Consumer protection laws good for senior 
citizens. H 

"Well presented, well organized, well handled. 9 * 
"Yes, excellent program for senior citizens. 11 
■ H Went over fairly well," 
"Very well handled, excellent speakers." 
Communit y Service/Educational Agencies 



involved working with other publicly funded projects 
or agencies, such as training of paraprofessional 
counselors who worked in their v own neighborhoods or 
labor union sites to help other individuals. 

Thirteen different agencies co-sponsored learn- 
ing sessions. A total of 31 sessions were held, 
which were attended by 806 persons. In seven of 
the. series, sessions were presented to consumers 
directly. 

The project staff found that other service/edu- 
cational organizations were eager to cooperate with 
our project. The response from the organizations 1 
leaders as well as from the participants was very 
positive. The project encountered most success from 
organizations which haft) established audiences and 
whcflse organizational staff were enthusiastically 
committed to promoting the sessions. 

For example, the project's involvement with 
Deco (Hispanic Economic Development Project ) involve* 
the training 5T 11 bilingual hlspanics In family f 
consumer economics and protection. Three training 
sessions were held with Deco's staff by the outreach 
coordinator: "Budgeting and Pood $," "Credit, 91 and 
"Consumer Protection*" Several resource guides in 
English and Spanish were provided. This funded 
program was an outreach effort of the Puferto Rican 
Aption Board of New Brunswick. I 

Contact person interviews indicated that the 
training was considered helpful to the trainees and 
their clients. 
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Another example is the training of 30 staff 
member* of the Community Service Counseling Program 
held at the Labor Education Center at Rutgers Uni- 
versity, The 30 staff members enrolled in the home- 
study course and attended also a pre- and post- 
training session on all aspects of consumer credit 
and how to wdrk with consumers in the area of family 
financial management. The program as«flsted these 
counsfelors, who weX? hired through CETA funding for 
the purpose ot offering counseling services at various 
labor union sites, A large part of the counseling 
services requires knowledge of family money management 
(finance and human relations ski-lls) and the project 
furnishes educational information and training to ' 
the staff. They were given training in consumer 
credit and provided with visual aids and written 
materials. 



The response from these )0 participants was very 
positive. All were eager for information in different 
areas ot family financial management. They felt that 
"the presentation of the session was vury good, the 
material used and handed out very helpful, and the 
information presented excellent." Many participants 
had registered for the home-study course and the 
majority indicated that they had used the information 
with other consumers repeatedly. 

Seventy-five soc^ft workers at the Middlesex 
County Welfare Board were reached on topics including 
budgeting and credit, credit bureaus, establishment 
of credit rating, obtaining loans, artd basic 
financial planning; included were related areas such 
as human relations and communications skills toward 
successful budgeting. Thirty of the trainees were 
reached, in Perth Amboy and 45 in New Brunswick, 
Extension material 'in family financial planning 
(budgeting, credit) and foods and nutrition were 
shared with the participants. 

i 

Evaluation through contact person interview and 
informal examination and a follow-up letter by the 
director of the New BrunsvMck welfare office indi- 
cated that .the staff found the presentation and 
materials shared helpful in their own personal life 
as well as in their jobs, when* providing counseling 
to families. 
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Middlesex County Cooperative Extensio n 
Mutr ition K duc ation Program 

The outreach coordinator reached six to eight 
Rutgers community assistants who go directly to 
families and homos and counsel them on food and 
nut i i t ion . Money concerns inevitably enter the' 
picture and the community assistants need to have 
some background in the area of budgeting, shopping 
^ ski lis , credit cards, and consumer credit to cope 
with the many situations they encountered. 

Two sessions were held at the South Amboy 
Memorial Hospital; one session having an attendance 
S of nine, the other sev&n mental health patients 

(chronic patients) who meet every week after having 
been released from the hospital into the community 
and to their own living quarters. These sessions 
were designed to help the mental health patients i.n 
their transition to community life and independent 
living. One of the reasons for the very positive 
acceptance of the teaching by the community coordi- 
nator was the fact that he visited with the group 
beforehand and listened to the presentation made by 
someone else before directly teaching himself. 
Topics covered included budgeting and the food 
dollar, unit pricing, shopping and meal preparation, 
tips on saving money, setting goals, communicating 
about how money is spent in the family , warranties , 
mail order gifts, door-to-door selling, consumer 
credit management, and credit ldws. 
It 

Feedback from the contact person indicated that 
the trainers felt they had also gained information 
useful to them in their work with patients. Asked 
if they could give examples regarding action taken 
by participants, they cited a specific one: unit 
pricing used in grocery stores by participants. 



Home-Study Course 

A home-study course, "Your Money Matters," was 
developed to provide comprehensive information to 
consumers in their homes. The course consisted of 
f ive units--Financial Planning (Budgeting), Coping ^ 
with Credit, Life Insurance, Financial Aspects of 
Mousing, Making Your Money Grow (saving/investing). 
Each unit is a self-contained learning package con- 
sisting of fact sheets, supplemental material, and 
a quiz, . * 

A total of 385 consumers we*^ reached through 
the home-study course method. Out of the 385, 240 
registered from New Brunswick, 87 from Perth Amboy, 
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and 68 from Sayreyille. A total of throe courses 
. were administered. The first course offered was a 
three^unit aeries (budgeting, credit, insurance); 
the second a two-unit series (housing and saving and 
investing); the third a five-unit series. 

Three hundred and thir.ty enrolled in the first 
two courses offered. Out of this 3 30, 12<H*artici- 
pants U6%) completed and returned the quizzes for 
all of the units in their course. Ninety-three 
participants (28%) completed and returned some of 
the units in their course. Thus about 64% of those 
enrolled in tho first two courses participated by 
returning quizzes- 
Fifty- three consumers enrolled in the third 
course. (Data are not available on this group due 
to lack of time.) 

Immediate feedback obtained from the quizzes 
returned showed a high level of learning and under- 
standing. Almost all of the participants were 
sharing the information and many were taking actions 
based on their new knowledge. 

A written questionnaire to obtain follow-u p 
feedback was mailed to 299 of those who enrolled in 
the First two courses, one hundred and three (34%) 
of the 299 questionnaires were returned. Ninety- 
four of the 103 returned questionnaires were from 
participants who had returned quizzes. Only nine 
questionnaires were returned from individuals who 
had enrolled in the course, but had not returned 
quizzes. Four of these nine were not marked--the 
participants indicated that they had not read the 
material. 

As regards educational background of partici- 
pants, out oi the 103 who had reported on their edu- 
cational badKround, 3 had not completed high school, 
20 had a higW school diploma, 48 had a high school 
diploma plus additional training, 29 had a college 
degree, and 3 had education beyond a bachelor^ 
degree. 

Age ranged from 24 and under (4), 25 to 44 (59), 
45 j^o 64 (35), to 65 and over (3).. Most were between 
'the agep of 24-64. Twenty-two participants were 
male, 79 female. 

Employment ranged from fully employed (51) , 
employed part-time (19), to retired (6), unemployed 
(11) , and other (12) . 



Income ranged from $3,999 and undar (5), $4,000 to 

$9,999 (20), $10,000 to $14,999 (22), $15,000 to $19,999 
(17), $20,000 and ovar (34). 

Tha follow-up faadback wai maaaured from tha 99 
• oomplatad questionnaires Tnot all participants 
answered, all questions) . 

- Sixty-three participant* felt that the 
course was very helpful. 

- Thirty-two felt that the course t/as slightly 
helpful . 

- Two were not sure whether the course was 
helpful. 

- None felt the course was not helpful. 
Action taken by participants: 

- Fifty-eight participants took some kind of 
action as a result of taking the course. 

These actions included: .40 participants 
reviewed their personal situation with respect to 
a particular topic/ 10 participants set up budgets, 
4 established or changed their credit situation, la 
established or changed their savings accounts or 
investments, 62 participants planned to take action 
in the future as a result of this course. 

One of the objectives of the project and thus 
of the home-study course was to foster family 
communication in the areas of management of the 
family's financial resources. In support of this 
objective, 75 home-study participants indicated 
that they had shared information from this course 
with family members, 45 participants shared the 
information with friends, *nd 13 Indicated they had 
used information or materials from the course in 
their own work. Ninety-six part icipamta indicated 
that they found the material understandable. Only 
two' participants felt that the material was slightly - 
difficult to understand. 

Typical consumer comments received included 
the followijuj* 

"I have seldom, if ever, taken a course 
especially of this type that I have gotten 
so much benefit from personally, even from 
full-semester credit courses." 
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n lt 9 m nice to have a composite file on 
financial information. H ' 

"Please keep up the good work. You've helped 
me in more ways than I can figure right now/ 

-I really enjoyed it, and learned at the same 
time." 

"Whoever planned thie program did an excellent 
job. Terminology was within our grasp and it 
was not detailed to the extent of making us 
lose interest . " 



ACHIEVEMENTS OF EDUCATIONAL MATERIALS PHASE 

After considerable research and a literature 
review, five publications, including a project 
report, were developed. This phase involved three 
professionals and numerous project assistants. Four 
are different publications, the fifth is an adapta- 
tion of one of the four, to be used with a different 
audience. The publications are: 

• Personal and Family Finances — A Resource > 
Guide for Teaching " ^ 

- Planning anjfl Managing Community Programs— 
A Process Approach 

- Helping Families Adjust to Economic Change— 
A Project ReporE 

- Your Money Matters — A Self-Study Program 
for Consumers 

• Your Money Matters — A Self-Study Program 

Gui de for Ed ucators 

1 t 

• Personal and Family Finances — A Resource 
Guide for Teaching " 

This resource guide has been co-authored by 
the project director and Dr. Neil Gaston, Trenton 
State College, based on proposal objectives and 
needs which surfaced during the project. Designed 
to assist community educators in teaching family 
financial management, it consists of three chapters 
jmd a bibliography and includes 

teaching outlines, methods of teaching, community S 
outreach methods, and a bibliography. 
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Tn Chapter One six "Units of Sti^Jy* 1 * were 
developed. Those included detailed content outlines 
in six areas such as budget inq, credit, insurance, 
housing, savinq and investments, and estate planning. 

Included in each un ifr of study are : an over- 
view, qe nera 1 ob ject wes , content ou tl i ne , gpeci f ic 
teaching suggest ions, values clarification 
activities, Iquest ions for discussion, vocabulary , 
evaluation indicators, and. a selected bibiioqraphy of 
teachinq/ luarn iriq resources . 

Chapter Two is called "General Strateqies and 
Materials" and deals with innovative teachinq 
methods. It describes iti detail a variety of teach- 
inq strateqies and also explains briefly how to 
prepare and use teachinq materials. Special 
attention is qiven to the fact that community edu- 
cators need to be extremely flexible in their use 
of teachinq materials, methods, and strategies 
(e.g., use of activities, choice of time and place) • 

"Utilization of Community Resources" is the 
third chapter of this text. It is designed to help 
the teacher in the field in program development and 
teachinq. Both general and specific community 
resources are given, so that the person charged 
with teachinq the various "Units will knQw where to 
find the necessary information. 

" Planning artd Managing Community Programs-- 



A publication of project initiation, management,, 
and evaluation has been developed and written to 
assist other community educators in establishing 
similar programs in their communities. This publi- 
cation uses the system generated through the 
implementation of the project as a model. 



The four chapters in this unit tell the edu- 
cator how to go about preparing a needs assessment; 
analyzing problems; setting objectives; and design- 
ing,, implementing, and evaluating an outreach con- 
sumer education program. The content is based upon 
this pro jec 4 : . 

The text shows the interdependency of the five 
phases and the importance of each and offers oppor- 
tunities for practical appl i cat ion in planninq, 
managing, and evaluating community programs. It 
also includes a bibliography. 
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9 Your Money Matte rs--A Self - Study Prog ram 
for Consumers ' 

A home-study course was developed for consumers 
and utilized during the project. It is a basic, 
pomprehensive course in personal and family finances 
which has been utilized extensively during the pro- 
ject and by seven counties in New Jersey after the j| 
project's outreach phase ended. *-- / ?T ; 

? It^inoludes five learning units, comprising 29 
fact sheets, 5 supplemental fact sheets, a glossary, 
5 quizzes, and a feedback questionnaire. Some of 
the fact sheets and supplemental fact sheets have 
, been adapted by the author from previous Extension 
material. The majority, however, has either been 
drastically revised or newly written. 

The following is a uhit summary. (For detailed 
d&scriptipn pf the units and fact sheets, see the 
Appendix.) * 

UNIT SUMMARY 0 

i 

UNIT I - FINANCIAL PLANNING 

How to set guidelines for personal and family 
spending, how to plan a bttdget, how to take 
financial inventory and determine your net 
worth. 

UNIT II - COPING WITH CREDIT 
- ■ —■ - - - — ■■ ■ — ■ — — ■ — ■ — ■ i 

The different forms of credit, how to estab- 
lish a credit rating, how to handle debt , ^ ^ 
buying a car on credit, how credit laws 
protect you as a consumer. J 

UNlfr III - PLANNING FOR PROTEC TION; LIFE INSURANCE 
— — *— 1 ! ' — K~ — 1 ~ 

The basic types of insurance policies , how to 
choose a policy that matches your needs, pro- 
visions for extra protection and settlement 
options / 

UNIT IV - FINANCIAL ASPECTS OF HOUSING 

Factors in buying a house, pros and cons of 
buying a house, considering the costs, the 
purchase agreement and the ro^e of thfc lawyer, 
closing costs and legal fees, alternative 
housing options, homeowner's* insurance, types 
of mortgages and how to understand them. 
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UNIT V - MAKING YOUR MONgY GROW ' 

How and how much to gave, establishing a per- 
sonal or family savings plan, different ways to 
save, framing versus investing, different methods 
of investing. 

Results achieved through the home-study course 
by consumers was reported in the previous section 
under Hom^-Study Course Achievements. 

Impact achieved beyond the scope of this project 
includes the use of the course by seven Extension 
home economists iiv New Jersey in FY 1978-9 and plans 
of further utilization by five counties in FY 1979- 
80.* This has been reported in greater detail under 
"Major Results and Impact." 

Your, Money Matters— A Self-Study Program 
Guide for Educators 

This is the "educator's version" of the j5re^- 
viously mentioned publication. It is intended to 
assist the educator in the maximum use and appli- 
cation of Your Money Matters-^cA Self-Study Prog ram A 
fo r Consumers . ' 

It includes instructions for use of the publi- 
cation as a home-study course; instruction for 
administration of the course, including a chart for 
record keeping; cover letters; sample mailing 
schedule in addition to the complete set of units, 
quizzes, an4 evaluation feedback questionnaire. It 
also includes objectives, and a set of topic indi- 
cators and instructions on how to utilize them 
within the program. 

Evaluation and Review 

The publications described above have been 
reviewed by the evaluator; the chairperson of the 
Department of Home Economics; the Family Resource 
^Management Specialist, SEA-Extension, USDA; in 
addition to several other highly respected pro- 
fessionals. The home-study course has also been 
extensively field tested, analyzed, subjected to the 
Fry test for readability, rewritten, and re-edited. 
It has also been redesigned in two forms (as des- 
cribed above> to be used as a self-learning program 
for consumers and an aid to educators. .. 
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-SUMMARY OF COMMUNITY OUTREACH ACHIEVEMENTS ' 

• Ove rview : 

' ' — * » • 

A total of 2,523 consumer contacts were made in 
the outreach phase, reaching 1,999 different partici- 
pants with consumer education information. 

In the program a total of 677 people receive4 
information on budgeting, financial planning, and 
decision making; 730 people on credit; 294 on life 
insurance; 370 on financial aspects of housing; 379 
on savings and investing; and 471 on other topics 
(including senior citizen groups), such as on con- 
sumer credit and other consumer protection laws. 

Nine hundred and forty out of the 1,999 con- 
sumers contacted were reached in New Brunswick, 25 3 
in Perth Amboy, 683 in SayreVilie, and 123 in other 
communities. 

One thousand three hundred and thirty-five con- 
sumers received information, through learning sessions, 
385 through a home-study course, and 279 from a 
mobile van. - 

y Audiences in the program included such groups 

as the disadvantaged (including displaced homemakers 
and senior citizens), consumers in general, pro- 
fessional educators, and paraprof essional counselors. 
The participants ranged in age from teens to senior 
citizens. Approximately 2/3 of all* the program 
participants were women, and 1/3 were men. 

Of the 1,614 consumers reached through learning 
sessions and the van, 927. were white, 174 black, 72 
•Hispanic ^nd 4 37 were of Slavic and Hungarian back- 
ground. There were 118 youths reached, 894 adults, 
600 senior citizens; 1,082 were females, 529 were * 
males. 

* * 

Participant characteristic data were available- 
on 103 of 385 hortie-study participants through their 
return of a fdllpw-up questionnaire, (N6t all 
participants answered all questions.) Twenty-two of 
.these were men< 79 were women, Most (94) were 
between the *g*s of 24-64, 4 were younger- than $4, 
3 were over 65. Seventy were employed full- or 

• 4 
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part-*time, 6 wore retired; 25 had incomes of less 
than $10,000, 39 had incomes between $10,000 and 
$20,00p, 34 had income* over $20,000. 



Educational -background reported indicates that 
about 2/3 (68 people) were high school graduates, 32 
h,ad a college degree, 3 participants had no high 
school diploma % < 

A total of 93 educational series were held, pro- 
viding 156 sessions.. Seventy of the^e were one-;./ 
session programs, 11 were twd T 6? three-sessiorf 
series, and 12 were f our-ses^j.on series. \ 

» Some examplss^of specific outreach results 
include the use of: 

• A mobile unit. Two hundred and seventy-seven 

• people used the multi-media resources ir^ a 
mobile van, which traveled to 9 different 
locations on 26 different dates. r 

_ t A 

*^ home-study course, "Your Money Hatters." 
Three hundred and eighty-five people enrolled 
in this course which consisted of five learn- 
ing units: Financial Planning and Budgeting, 
Consumer Credit, Insurance, Financial Aspects 
of Housing, and Saving and Investing. Through 
this method, the program was brought directly 
into consumers' homes. 

• Work site educational programs. Lunch 'N 
Learn programs and educational sessions con- 
ducted after work hours were offered directly 
on site within the business, industry, and 
educational communities in Middlesex County. 
At industrial sites, three series, or a total 
of 13 sessions^ .were conducted ; in the edu- 
cational community three series, or a total 
of 12 -sessions, were conducted. One hundred 
and five employees were reached. 



P^araprofessional counselors. Two hundred and 
eight paraprofessional counselors (including 
48 professional educators)- within the estab- 
lished structure" of existing agencies and 
institutions were trained to spread -the pro- 
ject's message. 

MRC-*TV. A f ive-sess ion^jreries was presented 
on MRC-TV, a two-way, closed-circuit television 
network, to provide in-seAice trainina in 
family resource management to municipal, 
county, and state employees, Thj,s method 
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reached l^consumsrs. Live broadcasts were 

rovlowed inlscities including New Brunswick 
and Perth Amboy. 

It should be noted that because the project 
involved a diversity of programs, audiences, and 
methods, a variety of evaluation in^lruments had to 

be designed and methods implemented. Refer to 
Chapter \ fui information on actions taken by con- 
sumers and categories of actions taken within the 
H il c -^Jjj^ ? offerings of Learning sessions. 

Kvaluii t ion : 

The following are results of the outreach ** 
phase, based on data* obtained from follow-up inter- 
views, questionnaires on the learning sessions, as 
well as the administration of the home-sjtudy course. 

It should be noted that these data were 
obtained through open-ended questions only, such as 
"Did you take any action?" "Vf S o, what?" Also, 
follqw-up data were not available on all program 
offerings. 

Not all groups from the learning sessions were 
considered feasible for interviewing. Participants 
who attended sessipns held before the fall of 1977 
and before the indicators were ^veloped and used 
were not considered i nterviewafcle due to the passage 
of time (interviews began in January 1978). Senior 
citizen groups were not interviewed as it was felt 
that it would be unreasonable ' to expect long-term 
retention of facts from this audience. For some 
groups there was no information available on the 
participants so that they could be contacted for / 
interviewing. Participants fro» sessions which w/re 
held outside the target vicinities were not inter- 
viewed. 

For groups whofce participants could not be 
interviewed, the "contact person" from the co- 
sponsoring organization was interviewed!, whenever 
possible. Feedback from these persons provided 
data on participant reactions (as reported pre- 
viously in Chapter 3). 

In addition, written -questionnaires were 
designed and utilized to obtain data. pn par ticipant 
reaction to the project and the materials produced, 
and whether participants changed their practices, 
took any action, or planned to do so as a result of 
their participation in the project* For example, 



59. 



the questionnaires were used with the home-study 
course and the Lunch ' N Learn series. 

* Actions Taken by Consumers ! 

- The following is a summary of the different 
types and number of actions taken , based on partici- 
pant feedback: 

A total of 323 actions were taken and reported 
by consumers through these various evaluation 
instruments and methods. In addition, a total of 
153 planned actions were reported. The majority, of 
actions were in the lirea of reviewing personal 
financial situation, using acquired knowledge; 
followed by setting Up of budgets; changing spend- 
ing habits; and establishing credit; then improving 
Savings and investment situations. * 

Total actions taken were divided into five 
topic areas — budgeting, credit, life insurance, 
financial aspects of housing, and saving and invest- 
ing — then they yere tabulated and categorized. The 
following lists the number of options taken by con- 
sumers in each category (note that each participant 
may have taken more than ofte action) : 

Seventy-four participants had reviewed their 
financial situation in one or jnore of the 
topic areas (42 planned to do so in the future) 

Ninety-seven had communicated with' family 
members or others concerning the five topic 
areas (24 plan to do so in the future). 

Thirty-one had set up^udgets, 15 adjusted 
their spending habits^ and 3 determined their 
net worth (10 pl^n to set up budgets, 15 to 
adjust speeding habits, and 2 t,o calculate 
their net worth) . - * 

Fourteen changed their credit situation or 
established credit for the first time (5 
planned to change their current credit 

* situation), 2 consulted the credit bureaus, 
regarding credit rating (2 plan to consult the 
credit bureaus) . 

Two participants changed insurance policies 
(1 plans to do so), 2 were aided in changing 
their housing situation through knowledge 
gained through the project (8 actually planned 
to change their housing situation) . 
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Thirty-six participants established either & 
•avings account or made changes in their exist- 
ing savings and investment program (44 indicated 
Plans to change some aspects of their savinqs . 
and investment program in the future). 

Comments by Consumer s : / 

From the comments L f consumers received, it can 

dlM L H 'S*?."" ma i orit y of th °" ^o gave imme- 
?if fc « or follow-up feedback felt very positive about 
the Pilot project, the subject matter offered, and • 
k„ "P^ific methods and techniques used. This c4h 
be attributed directly to the sensitivity of the 
project team to the consumers' needs and the changing 
strategies which were adopted throughout the project! 

i are aome typical comments from participants 

aboiit the sessions: 

M l feel this course was an excellent way to 
reach a lot of individuals with basic knowl- 
, edge on majiy important topics which aren't * 
explained to us and, therefore, we had to 
learmby trial and error in the past. Now I 
am fortunate enough to learn and avoid the 
errors . " 



"Information invalilable . " 

"This information is very 'important and very 
necessary in this day and age." 

Other comments from participants included: 

"It's nice to have a complete file on financial 
information. My husband, a vice president oC^ 
a credit union, photostated "Help I'm in Debt 
What Do I Do?" for use in credit counseling ." 

"Whoever planned this program did an excellent- 
job. Terminology was within our grasp and it 
was not detailed to the extent of making us 
losing interest." V; 

"Very enjoyable and enlightening." 

"1 have seldom, if ever, taken a course I have 
gotten so much benefit from. Personally - 
even from full-semester credit courses." 

"Credit information especially valuable for a 
divorced woman - or any woman actually." 
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* HDll^H* J**^ aulta " The "'ill t inat_o Proyram Go A Is 

"Based on the evaluation data collected and 
analyzed by the project evaluator, six major project 
objectives were achievod, to the extent that the 
majority of those participants who had responded to 
the follow-up studies had changed their practices. 

The six objectives wore: 

(1) As a result of attending the programs, 
participants will S[>end theix mq.no y more 
wisely and use their new knowledge and 
skills to extend, expand, and increase 
their resources to raise their standard of 
living . 

(2) Participants will* determine what economic 
goals are consistent with their values and 
available resources* 1 and take actions to 
achieve those qoa Is . 

(3) Participants will learn and use skills to 
develop a personal money management plan, 
recognizing that periodic revision will bo 
necessary due to changes in the life-cycle. 

(4) Participants will understand the concept of 
consumer credit, its advantages, disadvan- 
tages, and wise use; will determine debt 
limits tailored to their own situations; 
identify the different types^of credit and 
methods of repayment? and the functions of 
credit bureaus, the importance of good 
rating, and the consumer's rights and 
responsibilities as far as credit reporting 
and c rod it files are concerned. 

V 

(5) Part, u: ipan ts will understand the various 
typos u t insurance pol icies avai lable and 
know how an insurance protection program 

* can be adapted to t ho i r pe rsona 1 needs and 
at cos t commensurate with their income . 

( h ) Pa \ t i c i pan ts will under stand the role 

savings and investments play in a family's 
over a I I f ma no i a 1 p 1 an . " ( Huang , 19 79) 
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CHANGES IN STRATEGY 



&*Y«ral changes in strategy were necessitated. 
Once accompli shed, the changes made contributed 
positively to the overall project results. 

A major change was* made regarding the mobile 
van. Initially it was intended to have the van as 
the major method of outreach. As this did not 
achieve the desired results, a major change in 
strategy had to be v initiated. 

People 'tended to stay for a very short period 
of time inside the van, and the project was not 
really able to attract and reach as many people with 
educational information as was anticipated. The van 
continued to be utilized as an information-dispensing 
tool and for shorter pre-arranged sessions, but other 
teaching methods had to be actively sought and were 
subsequently pursued successfully. 

It is recommended that tho4e interested in 
utilizing a mobile van for learning purposes give 
ample time and other resource* to its outer and 
interior decoration; the development of educational 
materials such as cassettes, posters, flip charts, 
music, etc.* in order to make the mobile van unit 
more inviting and interesting. Constant and 
effective advertisements are of great importance. 
Places at which the van is to be located need to 
be realistically assessed; changes in location, 
advertisement, etc., should be encouraged if iuccess 
is desired. Leaders in the community need to be 
sought out for cooperation and/or assistance. Edu- 
cators teaching from the van should be experienced 
in community work an<J subject matter. 

Changing the program content was necessitated 
once or twice when sessions were taught at corporat- 
ions and it was found that one plant had middle- 
management people attending, the other blue collar 
workers. i^ was felt that there had to be a distinct 
difference in approach, methods , as well as content ; for 
instance, middle-management participants specifically 
requested investment information and more sophisti- 
cated financial management strategies which were not 
originally planned. ^ 
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When teaching senior citizens/ the project te$m 
had to implement changes so as to meet their infor- 
mation needs about Medicare and Medicaid instead of 
budgeting information in general. 

These examples 11 lust rate the many adjustments 
which were made in the content area of the program. 
It is recommended that this flexibility be built 
into programs and even be encouraged if it is 
intended that a wide and diverse audience be reached « 
If this is not the case, then audience and program 
content should be delineated more specifically. 

* Toward the end of the first program year an 
a dvisory comm i ttee was active^ reqruited to assist 
Tn the outreach phase as i t was felt (by the 
evaluator) that the number of consumers reached 
should be increased. The advice and guidance given 
by members of the advisory committee and the 
evaluator was invaluable and greatly contributed 
to the progress of the project. Thereafter, a shift 
of program emphasis was made from almost exclusive 
use of the mobile unit to other outreach program 
methods. 

The task of involving an outside advisory com- 
mittee in various project phases can easily be 
transferred to other situations and geographic 
locations ? it is recommended that such a commi ttee 
be formed and its diverse range of expertise be 
'utilized whenever possible, and appropriate. 

A change was necessitated in the educational 
material development work. An all-out effort was 
made to develop fact sheets which were packaged in 
the form of se 1 f -learning units and sent to con- 
sumers as a home-study course to increase consumer 
outreach. Similarly, a change in Strategy occurred 
When it became obvious that the utilization and 
adaptation of existing materials and of rough 
materials developed by the project director in 
cooperation with another very able colleague, who 
hevd meanwhile moved, could not effectively be 
utilized at this time. The members of the writing 
team mounted an All-out effort to design, outline, 
and plan the strategy for the development of new 
Extension .materials which resulted in the two books, 
Personal a nd Family Finances, A Resource Guide for 
Teaching and Planning and Managing Community Programs , 
A Pr ocess Approach , baaed upon our federal proiept. 
Again, this change in strategy proved to be very 
appropriate, but was only made possible by the very 
strong commitment of the professionals involved. 
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• Project managers, in a context similar to the 
federal project discussed in this report, fare best 
•when they do not have absolutely rigid or precon- 
ceived ideas regarding program content and method. 
It is beneficial for the project manager to have the 
freedom to shift gears in order to meet the 
objectives of the project. 




Project Advisory Committee members at work. From left 
to right: Renee Zimrin, Sharon Szabo, guest Faustino 
Inos (graduate student), and Viola Van Jones. 
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CONCLUSIONS AND RECOMMENDATIONS 



- • Th« federal project served the population of 
the target communities both directly mid indirectly. 
A successful indirect metho d of community outreach 
involved working with '"other" publicly funded projects 
or agencies thfough providing in-service training 
and materials in family resource management areas 
to professional educators and paraprof ess ional 
counselors who, in turn, provided learning to their 
own audiences in their own neighborhoods or labor 
union sites. Thus the multiplier effect was 
utilized, and the influence of the project was 
expanded beyond the project's own available 
audiences . The pro jec t 1 s moat success ful co- 
sponsored programs involved organizations which had 
established audiences and whose organizational staffs 
were enthusiastically committed to promoting^ the 
sess ions • 

Information on personal and family financial 
management was seen as vital for the personal and 
economic well-being of consumers. There were 
numerous requests for further information in all 
areas of family finance. (This was demonstrated by 
evaluation data from a total of 615 participants 
(100*) whp were evaluated on the topic of needs and 
interest. Out of these, 523 (85%) wanted more 
information or more program sessions.) 

Therefore, it is recommended that efforts -be 
made by the Cooperative Extension Service to con- 
tinue to reach out- to consumers in innovative v^ays 
to provide information that would help families 
improve their financial well-being. 

Utilizing the Lunch ' N Learn method for work- 
ing consumers seemed to be an especially appropriate 
one in'these times of influx of women in the labor 
force. The participants felt especially positive 
about the fact that the project team went to them, 
sought them out, and wept out of their way to reach 
them at such an opportune time. They felt very 
positive about the subject matter covered and 
requested more -sessions. Of special interest were 
,the topics of financial planning, consumer credit,* 
and saving and investing for the future. 

The following are some helpful suggestions for 
the successful implementation of Lunch 1 N Learn pro- 
grams: The meetings should be held within a short 
walking distance of the target group. Coffee and 
tea should be ready and provided free of charge 
when the learners come and bring their own lunch. 
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Because of the strict time limitation for most of the 
learners involved, the presenter needs to be very 
wo 11 -prepared and very we 1 1-organ i zed . At the same 
time^ he/she needs to be t lex ible enough to meet the 
educational needs of participants and also have 
extra time planned into the schedule for those con- 
sumers who have the time and desire to stay after 
the session and request individual attention. 

The home-study method with its fact sheets 
and supplemental material has found very positive 
acceptance as one alternative way to holding classes 
in the community. This is so especially for those 
consumers who do not wish or cannot come to meetings. 
It provides in-depth information which can be 
absorbed by consumers at their own pace, in tjie 
privacy of their homes; it affords them a permanent 
addition to their library and also serves as a 
reference for future questions as they can refer to 
the information again and again as life-style and 
family structure changes. The material can also be 
shared with family members and others; it can open 
up channels of communication among family members. 

When working with business and industry, the 
project director found that it was very helpful to 
be very specific about one 1 s goals and to bring 
along a we 1 1 -organ i zed and professional-looking 
brochure, outlines of possible sessions/ names of 
potential speakers, and samples of past work done 
in the community. it is also advisable to Record in 
writing the delegation of authority and work dis- 
tribution, (e.g., methods of promotion, when and by 
whom certain tasks are to be carried out, etc.). 
The same holds true when working with community 
organizations, but it has been the experience of 
the project team that with industry, efficiency, 
optimum time management, and respect for each other's 
time and energy input are especially important. 

It is also recommendod that the educator con- 
duct a needs assessment in cooperation with company 
and union personnel to pinpoint exact needs ^nd 
problems of employees. 

Registration shodld be required by a'specific 
date. When communicating with employees afcd planning 
programs, the project director found that lines of 
authority are very firmly drawn. It is important to 
be in touch with a team of people and get their 
support, e.g., the president of the* company, per- 
sonnel director, and shop steward. 
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Evaluation is very important and it is recom- 
mended that a simple evaluation form Ik* designed and 
administered jointly with the company coordinator or 
separately. It an evaluation is done, share it with 
other numbers ot the planning committee (it appli- 
cable) in order to obtain good cooperation. Industry 
represent at ives seem to always have to prove 
tangible .resul ts , and aie used to woiking with data 
to give them suppoit in t hoi r act i v i t i es . 

yi is also recommended to be especially sensi- 
tive tef labor and management relations within the 
company structure and also to the support the per- 
sonnel n\anacjer (or represent at i ve o t company working 
on the project) has trortt top administration. In our 
case, the relatively low attendance rate during the 
first series was due partly to inexperience with 
working with industry and also to the poor relations 
between labor and management in the company. Time 
and effort can be saved when considering the above 
factors in program planning. 

, ■ \ * * 

*As far as met had and conte nt are concerned, 
there is no one specific method nor any one of the 
many content areas and continents thereof that has *' 
been found "right" for every person, community , ? 
geographic location, or socio-economic background aV v 
every time. It is imperative that a needs a&seSs- * 
ment be developed, however informal, involving iB 
leaders frgm the community, agencies, industry? 
and/or educational field, and representatives of 
learncfrs groups. Needs of the specific audiences to 
be reached in relation to their background, family 
structure, socio-economic backgrg>und, age, etc.,, 
need to be discussed and appropriate content and 
method be explored. Thih type of "tailor made" pro- 
gramming and in-depth planning will maximize program 
results in the long run. 

, * Eacfr community calls for a different way of 
approaching its constituents. For example*, in the 
Spanish-speaking community of Perth Amboy,,a middle- 
man was utilized by the Extension Assistant in Family 
Resource Management in order to find* better accept- 
ance. This middle person s,hared the same culture 
as the community and spoke the language of the people 
we-wanted to reach. At the learning session, the 
teacher who was fluent in Spanish was present and 
the team teaching approach was used by the Program 
Assistant in Family Resource Management. Thus i„t i? 
recommended that a community person be utilized in 
the planning and implementation of the program who 
is fluent* in the native tongue of the audience to be 
reached. 



Great of torts ahoy Id be made by, and time 
allowed tor, the new community worker to become « 
knowledgeable about his or her community* the 
leaders, power structure, etc!, before plunging 
into a program designed to meet people's needs. 
The human element of getting to know the powor 
structure uv tfh^ commun i t y- and of involving people 
from the same cultural", racial, and religious back- 
g round is crucial to the success ot the program. 

KooomnuMulat ions regarding qualities needed - 
by the community program coordinator-teacher 
include: adequate expei iencu in community work; 
leadership talent and personal drive; demonstrated 
wi 1 Ungness to learn; interest and knowledge in tfoe 
subject matter of family resource management and in 
the area of human relations; willingness to develop - 
an innovative approach to the concerns and problems 
t ami lies have; willingness to work at long and odd 
hours if necessary (evenings, lurluft hours, Saturdays li- 
ability to develop rapport with people through good 
communication skilly and to motivate people, in small 
groups; good knowledge ot Uio •bbmmuni ty and its 
leaders and willingness to Work with them; good car 
and/or tru<;k driving ability and ease in handling 
largb vehrcle (if mobile unit i's involved).; and 
general writmt) and commun tea t ion skills. 

When searching for a community educator- 
coordinator on somewhat restricted furttis, a decision 
needs to k^e made regarding which characteristics in 
a candidate are sought primarily; e.g., leadership 
qualities, communication skills, subject matter 
knowledge, community work experience , demonstrated 
teach ing,/ef fec^tiveness, etc. This might well 6e the 
most important decision, as few (or none) of the 
candidates are likely to have all the above qualities 
combined. \ . , / 

* ' 4 y v 

• ;t i 3, important to* i dentify at the very 
fc>eginn£ng* the paramefcers^r the evaluation to be * 
done and records to-be )Chpt and by wh6m. • The 
Cooperative Extension Service is constantly bombarded 
by "demanders' 1 * (those we- are accountable to for 
evaluation and reporting of results). Different 
demanders ask far differing types of data and reports 
at various times. Meeting the-«f equipments of 
demandeiii is difficult and many* times time-consuming. 
Th&re was sqme f e^r ^by the project director and, 

♦David Deshler, NYy -College of Human Ecology, Depart- 
" men t of Human Service Studies, £orneJ.l University,- 
IthA, N.Y. 14853. 



therefore, by others bn the team, that whatever 
records were kept and whatever reports were written, 
they would not be enough. This proved not to be th* 
case, but it points to the importance of analyzing 
at the vefcy beginning of the project what is expected 
of each and every one on the te|im and also to put 
this in writing; 'to determine, if possible, the 
def ini t ion of accoun tabil i ty , evalua tion , and "how 
much evaluation is enough 1 *,* and to Ascertain which 
record forms* need to be 4cept reports written, etc. 
One recommendation would be to" limit the evaluation 
to a segment of the project, i*f the project is very 
complicated and involves many people as well as many 
diversified and % complex * tasks , as an adult edueatfon 
Extension program typically is. 

Evaluation should be an ongoing process, * 
giving feedback to all members of the project team. 
The presence of a trained and experienced evaluator, 
who directs the evaluation and works closely with 
the team in developing evaluation instruments is a, 
definite asset to the project and will enhance the 
final accounting of results. 1 

The following ars some recommendations regard- 
ing project management , based upon the experience 
gained In the project. Provide for adequate resources 
(human apd Financial) by including such items in the 
budge* when you are writing a proposal, One .practical 
way of accomplishing this is to visualize the project 
from beginning to end; write jiown all the support 
you need (people support as well as technical * , 

assistance, office space, equipment, etc.). This 
will assure that resource needs- a rp not underesti- 
mated. It should be noted/ though, that even with ' 
prope^ planning^, an experienced manager cannot 
realistically foresee everything J>rat might occur. ^ * 
Therefore ,\ flexibility, adaptability, and enc^urancs 
unrfer stress are necessary characteristics for a ' . 
project manager. ' * * * ' * * * 

1 * 

Seek the fullest support 'possible fcato your' 
administration for the conduct of the project* It * 
is important to keep lines of communication op'en 
with administrators, co-workers, and sthff at al r l 
times. Make a list of nantes and people". at> the 
beginning of the project who need tp be informed 
of its status on a regular or sporadic basis. 

Chances aCe that the project manager does not 
have adequate reaoutces to do the best*of job. 
there ip an al?uridande of human resources available 
tC> us. Seek out human resources within your 



university and community at large to assist; you in 
accomplishing your goals. 

* A project manager ^he^ds to Jceep a simple 
system of financial accounting, even if another 
peraoh administrate the funds. This will let y<yj ' 
keep track of all moneys spent and give you daily 
information on the. financial status of the project. 
Thus it becomes a planning 5 tool for future decision 
making as well, 

FUTURE PLANS ' " , 

It is recommended th$t thought be given and 
/ efforts be r*ade to. secure training grantp and/or 
contracts 10** Cooperative Extension Service in the 
arep of family financial management and community 
progr^ planning, utilizing the educational materials 
developed in this project. For example., training 
could be provided to social workers; dlergy; bank- 
ing, savings and loan, and credit union personnel* 
and others who nee4 it in order to wprk and communi- 
cate effectively with families and individuals, but 
who may lack this type of training, * * 

*• # Educators should be encouraged to seek grants 
that help .merit their organization's goals and 
objectives to enrich their program offerings/ This 
is rvot an easy task, but there are many benefits to 
being a project director, such as being given the 
challenge -.to working with a team of people, to 
develop something new and innovative; to be allowed 
to make a mistake — as strategies can bd Changed more 
easily with pilot projects. The reputatiort of the 
professional in charge can also be enhanced if the' 

. project is successful; there is a variety of hew 
experiences involved suqh as 'supervising, teaching, 

^developing materials, evaluating the project or 
working close lv with the evaluator ^ and having. , 
fiscal responsibilities. The proj&t manager has 
also established a basis, a 'coalition in the afield 
(e.g., membe/s of the advisory committee) , /which 
might aid* in the seeking of the next grant. 

* 

One would be remiss if one does not cite the 
pitfalls encountered in the management of the pro- 
ject: the project director cafl easily spread him- 
self/herself too thin*; Vet intb so much work and so f 
manyVactivities that it is difficult to conclude' 
what ^as to be accomplished and deliver on t:itae 
except if one sacrifices ope/I! personal time, and 
energy. Another ^pl tf <*11 to be avoided is to be too 
taSk-ori^nted/Mth^n maxffcging a 'project and not dele- 
gating 6flo^h responsibilities U f /the opportunities, 
exist. ' « \ ♦ * 1 



For organizations and inst i tutiona , training 
can hmlp in two ways: £irst, as an advisory com- 
mittee member said, M A troubled employee i$ a poor 
employee This meahs that information given to 
employees to help them f unetion\^e J.ter in their 
daily living will Inoreaso their efficiency on ihu 
job or in the profession. 

Second, professionals of orqanizations and 
institutions can benefit from knowledge gained 
through traininq in family f inaneial^manaqement as 
they will be better equipped to deal with the con- 
sumers approaehinq them. They will have an increased 
awareness of the complexity of dec i s ionmak inq , and 
chanqes in strateqies necessary at various stages 
of the family life-cycle. 

The Cooperative Kxtension Service has the 
expertise to offer such programs for the direct or 
indirect benefit Of consumers. ^ 

It is recommended that major efforts be made 
to promote and offer tile home-study course (self- 
iearning units) "Your Money Matters" to as large am\ 
'as varied an audience* as possible. Evaluation"" 
showed the very positive responses \] t ven to the * 
home-study course * by consumers. It is to the * 
Cooperative Extension Service's advantaqe to utilize 
this momentum and make r a visible impact in consumers' 
lives. Although every *e f fort) has been made by the 
author 'to write for a nationwide audience, it is 
understood that other states outside c/f New Jersey 
have different laws. Permission is, therefore 
given to adapt or 'make changes in the course "Your 
Money Mat tecs M and to use it with as many audiences 
as possible. It is requested, though, that the 
Cooperat ive Extension Service and the * author be 
given credit for th£ material. 

* 

As far as the New Jersey Cooperative Extension 
Service is concerned, it j.s recommended that effort 
be put i^to developing volunteers and/or parapro- 
fessional workers (funded by regular Extension 
funds, or outside grants) to assist Extension home 
economists ^in the counties with the regular adndn- , 
istration of th6 home-study course, Certificates 
will be given to those individuals who return all 
the quizzes in the^ course., Plans need to be f 
explertd td£>ffer the course in thbse arias where 
the course is. not being offered, yet a need for such 
information exists. This can be donfr through coop- 
erative efforts witrt other agencies, institutions, 
etc, ' / 



For those consumer* who do not wish to take the 
course as a home-study course, the format of self- 
learning units (which has been designed into the 
course) can be utilized. The publication can be 
ordered directly by the consumer through the Uni- 
versity Publications Distribution Center or the 
county extension office with no certificate awarded 
on completion. 




Chapter 6: 

UTILIZATION OF 
KNOWLEDGE GAINED 




IMPACT THROUGH THE HOME-STUDY COURSE 

The home-study course, "Your Money Matters," 
has been offered by Extension home economists in 
-Seven additional counties since its initial offering 
in Middlesex County. In six of the counties, admin- 
istration of . the course has already been completed. 

Thus far, data concerning the home-study course 
have been tabulated for three of these six counties 
In these three counties, there were a total of 231 
registrants. Of these registrants, 102 completed 
and returned the quizzes from the five units of the 
course. 

A final course evaluation questionnaire was sent 
to all persons who participated in the home-study 
course. This course evaluation was completed and 
returned by a total of 75 of the course participants 
from the three counties. of these respondents, 55 
indicated that they have taken action regarding 
their financial planning or money management as a 
result of this course. fcn indicating specific action 
taken, participants gave this response most fre- 
quently: they had established or changed their 
budget. This response was given by 13 (24%) of those 
who indic/ted that they had taktyi action. fclso, 
eight persons indicated that they had revievfed thlir 
financial situation and another eight persons said — 
that they had established or changed t heir savings 
and inyej^ments: Other areas in which action was 
taken include establishing financial goals, changing 
cre dit situation , and reviewing lite insura nce — — 
policies. The evaluation questionnaire indicated 
that the home-study course led participants to take 
a total of 6 3 aotions concerning financial planning' 
and money management . 

in addition, 61 (81%) of the respondents to the 
questionnaire indicated that they» (P lan to take action 
in the future. Of these, 24 plan to establish or 
change thei r-^avings and investments while 11 plan 
to use the information in changing their housing 
situation. Also, eight plan to -establish or change 
their life insurance policies and five plan to 
change their credit situation. 
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Responses 4^*° indicate that 72 (96%) of the 
questionnaire respondents shared the information 
learned through the course with one or more people. 

It should be re<srogni2ed that this evaluation 
questionnaire was administered shortly after the 
completion of the home-study course. The data reveal 
action already taken or planned in the near future; 
they do not indicate the long-term impact of the 
home-st,udy course. 

The following are some statements made by the 
course participants which show the general impact 
of r the home-study course . 

"A well-prepared, informative, /md easV to 
understand course, which, if followed, would 
serve as an effective financial planning aid 
^' to most lower- and middle-income households. * 

••This home-study course has been very helpful 
and informative and has aided us tremendously." 

•'I feel the need to share the material with 
everyone interested. " 

H I can now help others, my family and friends, 
and have documented material) to show them. M 

/* I 

H It caused us to appraise our, financial 
situation in regard to our retirement - 
and to look into our life insurance." 

"J have shared this information with my two 
children in college; also it has been helpful 
to me in being better prepared for two 
younger children now in elementary cjfades, 
as I prepare for them to attend college." 

"Generally, the course was very informative 
and helpful to us in setting guidelines for 
managing of money and to start a budget. 
We've seen positive reqjults already from 
the planning. Also, ideas on insurance, etc., 
are carefully considered by us. Mortgage 
unit was very interesting." 

The use of Your Money Matters, a self-study 
program for consumers will be continued in New 
Jersey . Several Ex tens ipn home economists have 
plans to utilize the.entire course or units thereof 
in the coming year, as a home-study correspondence 
course, to offer it as a publication, and/or offer 
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individual units (e.g., the Financial Aspects of 
Housing section) to those who have special interest 
>in those topics. Thus, the home-study course will 
attract new and different types of consumers and 
increase the audiences reached by Cooperative 
Extension. 

IMPACT THB^GH OTHER EDUCATIONAL METHODS 

Since the project director was invited to 
address the Family Resource Management Section of 
AHEA in June 1979, several requests for the publi- 
cations developed under the project have been 
received, and one invitation has, been received to 
share the information gained -and material developed 
with another state at an in-service education train- 
ing program for county Extension professionals. 
The project will have further impact after the 
material has been distributed through the land 
grant university system through SEA-Extension , USDA. 

It can safely be predicted that the material 
developed in this project will be used in the years 
to come either directly by the Extension home 
economists and other extension professionals, o* in 
training programs within Cooperative Extension, or 
<n cooperation with other agencies. 

• As a result of the Lunch *N Learn Series 
conducted last year, one of the participants in 
the course—a writer for Rutgers Today , a news 
digest for Ritgers alumni and others has prepared 
a write-up for the October issued the topic of 
naving and investing for consumers. This will 
reach Rutgers alumni everywhere and also advertise 
the availability of Your Money Matters - A self- 
study program for consumers and nhher. RvfAndnn 
publications for consumers. 
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Planning the Midland Ross series are Mr x *Jerald 
Cantrella, Personnel Manager, Bound Brook Division 
(left); Mrs. Denise Matejic; and Mr. Vincent Mala- 
testa, Personnel Manager, Piscataway Division, New 
Brunswick. , % 
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APPENDIX 1A 
HOUSEHOLDS AND MARITAL STATUS 



New X Total Perth % Total - % Total 

Brunswick Population Amboy Population Sayreville Population 



Total Number 
of Households 


12,741 




13,044 




8,978 




Average Household 
Size 


2.79 




2.9* 




3.6 




M Total males 
A over 14 


16,936 


40.4 


14.063 


36 


11,274 


34 


L 

. E " Single 


8,384 


20 


4,281 


11 


3,038 


9.3 


S 

Married 


7,685 


18 


8,943 


23 


7,884£ 


• ' 13 


J Sejmratod 


443 


1 


314 


.8* 


113 


.5 


' Widow 


L 

* 467 


i 


569 


1.4 


237 


V ■ 1 — 


Divorce 


394 


.9 


270 


.6 


115 


.3 


I- Total females 
I over 14 


16,746 


. 29 


16,037 


41 


11,751 


26 


M 

A S i ng 1 e 


5,976 


14 


3, 786 - 


0 

9.7 


1.480 


7.6 


fc Married 


7,979 


* 19 


9,191 




7,959 


24 


S 

Separated ^ ■ 


777 


*1.8 


61P 


1.5 


149 


4.2 


Widow" 


2,269 


5.4 


•2,620 


6.7 < 


137 


.4 - 


Divorce 


572 




440 


f 

1.1 


175 


.5 
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CLASSIFICATION % of tot(ll % of totftl % pf 
— — No - families * No, families No. f«min*« 


Total Families 

with own chi ldren 
under 18 

with own chi ldren 
under 6 


8,75)9 

4,105 47 
2.24* 25 


l(f,705 

4,736 46 
2.239 21 


8,293 

5,268 63 
2.440 29 


Total Husband-wife family 

with chi ldren % 
under 18 

with children* 
under 6 


6,791 *7 % 7 
5,212 36 
1,759 19 


8, !6<)t ^80 
4,169 40 
1.967 19 


7.551 91. 
4,970 59 
2.375 28 


t 

Total families with female head 

with chi ldren 

under 18 
* 

with chi ldren 
under 6 


1.595 18 
896 10 
459 5 


1,553 15 
683 6 
247 2 


531 f> 

0 

250 3 
58 .6 


White husband-wife families 

with children 
unjjfer 18 

with children 
under 6 


5,466 62 
'2,379 27 
1,215 13 


7,692 75 
3,868 37 

* 

1,793 17 


7,576 90 
4,953 59 
2 f 361 28 
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€USSIFlCATi™ 



White fuilies with female head 

with children 
under 18 

wijth children 
under 6 



Negro husband* wife families 



with children 
under 18 

with children 
under 6 



Negro families with female head ♦ » 
with children 

under 18 * . 1 , 



'With children 
under i % 



NEW BRUNSWICK v*. 
% of ~total 
No. families 



PBRTH 1 AM BOY 

% of tcitjU 
No. famjl^is 



v sayrpv;lle 

% ' \ of total 

No. families 



898 



367 



142 



1,230 



785 



» SD5 



692 



528 



317 



10 



13 



13 



1,349 



535 



172 1.6 



w 



442 4 
-262 2.5 
150 1,4 



r 190 1.8 ■ 



38 1 . 3 



71 



.6 



%30 



6 ^ 

-8 



2% «. 



58 

7 - 0 



5 ' 0 



Of 
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AGE BY RACE AND 'SEX -NEW BRUNSWICK * ^ W ' 



Ages 



Below 20 



2(T- 39 



a- 



r 4Q - M 




• 65 - #ver 



Tptal 



Total % 
of Pop. 



All Races 
Total g Ma\e ' 



14,637 



13.262 



4,052 



41,885 



/ 100% 1 



8,017 



6,917 



4\68 , 1, 



1,520 



21,135 



50.4V 



Female" % 



Male 



Whfte . Blaok 

■ , \ > 

: Female »Male Female 



6,620 



6,345 



5,253 



2,532 



^0,750 



49.6% 



5,656 



5 V 533 



3,817 



1,368 



16,374 



39% 



4,263 . 



4,613 



4,241 



2,301 



t V 

15,418 



36, 8< 



2^284* 



urn 



829 



148 



+ 4,464 



10.6% 



2,28* 



#565 



982 



223 , ( 



fc,053 



12.0% 



y ■: . 
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Ages * ' 


a 

' > Totat 


1 " ■• v ' ■ • ■■ 
1 v ' « 

. APPENQIX >1D * . • ' v * . 

AGE BY RACE AlfO SEX - PgKEH AMBQY*. .%*■..*'* ' .' 

All Rices :_ V ' " , / -i WhW " - '' .Black 

waie Fe»ale Male . Femal-e \ Mala, ' f«.i. 


♦ 

Below 20 


12,453 


6, 253 


6,200 


5,572^ * 


« \. 
* 5,528 N 


' . 60.4 > 


Y 609 ' 


20-39 


* * 
0 9,510 


•< 4,594 # ^ 


1 3,871 i 


* 3,159' 


y,4H 

* . t . 




451 


40-64 

i 


tf,498 4 

A 


5,SH9 

<r ' - 

1*, — 


i '6. 579 


5,638v 

• 


i 

6,225 


26 1 
• 


• ;325 


65-over * 


.V 
4,337 


*v - W 

n 1,054^ • 




s * 1,026 
\ 

- a 

> 


2,546. 


! # ■ 

49 


71 

* 


TOTAl 

•V ■ 


' 38,798*/ 


• • 

- * 


20 # 3i> 

A - ' 


' 17,031 • 


v . 

. , 18.71Q ; 


1,295 


1,456 


TOTAL. % , 
of Pop. - 

c 


100% 


^ ' x \ \ — 


^4.4%* 

r * - 


43.9% 


> • 

48.2% 

*■ ■ 

* > 


*'3% 


h 

■ s 
3.7% V * 
i 

• 
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■ -1 
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Black 



• W 1 WW 


(if ISA 


6,757 


. 6^399 * 


^ 1 

* 6,738 , 


6,378 


Y "2 


j • * 

9 


' 20-38 ■ . 


8,403 


. 4,050 


4, 363 


4,015, 




8 

• * 


7 


40-64 i 
• 


8. »8*»' 


> /4.716 


4,546 f 
• 

< — ■ - 4 . 


4,708 ; 


*,561 




3 


65-otfer 
^ 


. 2.071 


641 


1,130 


638 . 


1,125 


1 ■ * 


3 % 


TOTAL ' !** 


; 32 ,508 


'16; 154 


i 16,354 


c 16,099 ' 


n 16,291 


' — — » — 

14 


. 22 


total % 
of Pop, 




49. *6% * 


50.4% 

i ' 
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* .50. 1% 


c 

> 

4 
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NATIVE PARKMTACK AND COUNTRY OF ORIGIN 



t 



. ERJC . 



Origin 


Middlesex 
County 


> ^ ; - 

* ' New \ ot * ' Perth % .* J % 
Total Brunswick Total * AnboV Total Savrevlile Tofal 


Total* Pop. 
— v- 


583,813 


1 00* 


4 1 , «8$ - 


L 


38,789 * 




32,508 * 


r 


Nat ive \>t* 

llttt IV© 

parents ♦ 

« * t " 


3 79 , 994 
• 


' r " M,, y — 


29,643 


u . 70.7 


.« 

1 1 , 1 78 


57.3 


11,683 




69 ' . 


Nat i w of 
foreign n 
parents 


139, 4 m 
+~ 


• 

23. !l 


T" 

7,5*0 


r8 


9 

10,582 


27.2 


8,409 


\ 

25.8 


loreign 
horn 


44,329 


7.5. 


* 

4 , 609 


1 1" 


— i {f - 
5,953 


15.. 3 


4 L ^ 

1;416 '■■ 


* 

4.3 


I Ot il I v 

foreiyyi 
Jiorn . 1 


183, 118 


31 .3 , 


12,219 


f 


4 

. ,16,535 


42.6 


<3 * 

9.825 


3Q.2 


U.K. . 


11,397 


— — . — i 


434 - 


1 


i ■ ■■■»■ — 
• 379 


.9 


610 


. a. 8 


v l re land ' 


7,839 


1.3 


£09 . 


• 1 . 2 


311 


.8 


; : » 446 * /? 




Sweden ' # 


\\ 1 80 


\ 0.2 
/■ 


-'60 




55 ; 


1. 1 


N* ■ + . i 

80^ : 

> 


.2 


lierrtiany 


IS, 349 


2,. ft , 


J 901 


* ■ »^ -r 

*2.1 


/ 711 


k8 


" i 704 




Poland 


28,71)4 '. 


4\*>< 


" 910 


2.1* 


3.4^1 


^ fl.8 


e~ <- — 

. 3,641 


k 

n.2 . 




§ 

* m 8,439 
*+• 

— *~ : — 


1.4 


208 i 




1,318 


3.5 


280 


• ,8 


Arfstriu . 


8, $01/ 




**** — 


* 

.8 

r ^ ,1 


1.048 

MX—. 


2.7 


* 342 ; ^ t> 

• 4 < 
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00 





Middlesex 

/ Cmmty ' 


/ ' *k 

4 , * Ntew 1 of ■ I'erth % \ 
Total v Brunswick f Total • Amhoy Tntai Savrevillr mtni 


V i 
Hungary 


* 

19,1*3 


V 

3. 2 


2.588 




2,275 


5.8 


3S4 


1 


tl.S.R.R. 

* 


I 3,442 


2,3 


1,039 


2.4 . 


1,286 


3.3 


518 


1.5 


!ta!y 


3 1,468 ''r 


5.3 


-2,073 


4.9' 


1 , 568 


4 


1,4,55 


4 # 4, 


^anailu 
Mexico 

tuba, , 


4,834 


.8 


235 

-£ 1 : A , 


.5 


218 


. 5 


113 


X 


*I50 ^ 


> 0.02 


20 


. 


24 




m 




*2,374 

w ■* * 1 


".4 

-- - 


21 1 


.5 


4- 92 <' 


' 2.3 < 


f 77 


.2 


Span i sh - 

! . 3 


21,529 ' 


3.6 *. . 


2,132 


.5 - 


8,513 


21.9 


,534 

• 


ir.6 


Kim n 1 ch 

Origin 

- ~T — — 


- * 

17, 759 

- • 

■» - 


♦» . u 


1 HIT 

1 ; 93.i 


4.6 


9,316. 


21.4 


• "* 


1.2 


Puerto » 
(Utah 

4 


' 11,2*2 




\ . 38 1 


n — 

2.5 


6,606 

- - ■* 


17.0 


» . ! 

' 131 


\ 

■ .4\ 



er|c 



(ITINERA 1. SOCIAL ANI)'' ECONOMICS CHAHACTERISTICS NEW .JERSEY 197QOATA 



88 



„ APPENDIX 1G 
POPULATION AND ESTIMATED PER CAPITA INCOME 1975 





POPULAR 


I 0 N 






PER • 


■ C A P* I T 


"a 

A INCOME 


Place 


1970 


1975 


Change 70-75 
# \ 


(dollars) v 
1974 . . 1969 


S chtnac 1969-1974- 


New Jersey 


7,171,112 


7.332,965 


A U A | O J J 




«i 7 XI 




42.5 


Middlesex 


583,813 


592,771 


8,958 


1.5 


5 , 171 


X *» 1 Q 


NT 

46.9 \S~ 


New Brunswick 


41,885 


47,470 


5,535 


13.2 


4,267 


3,028 


» 

40.9 


Perth Am boy 


38,798 


35,963 


-2,835 


-7.3 


4,290 


3,139 


36.7 


Sayrevllle 


32,508 


33,229 


821 

f 




5,010 


3,888 


47.9 



<* : ~ — " ~— — — — ■ ; — — < ' » ; 7" 



1 Current population report 

Population estimates ami projections 1973 (revised) 
Current population report p-25 197? 
No. 676-698 
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APPENDIX 2A 



December 13, 1976 



Mr* (ieorge Scharpf * 
Amboy-Madlaon National Bank 
Highway 9 & Ernst on Rd. 
Madison Twp. , N , J, 0H8S9 

l>ear Mr. Scharpt : r 

Sites In Middlesex County have been selected by the Cooperative Kxtensl 
Service tor a pilot project, funded federally through a special grant. Hie 
project, Helping b 4 aml lie* Adjust to Economic Change," is deeigned primarily 
to improve the money management ability of people with limited resources', 

Aa a community leader, we would like to enlist your interest and 
support In this effort to Improve and enhance county inter-relations 
through posiOlve Involvement. 

Soon to go nationwide, this two-year program will be watched closely 
wth future developments depending largely on .the evaluation of ths Middlesex 
County experience. . 

This educational program is being conducted by the New Jersey Coop- 
erative Extension Service of Cook College. Rutgers University. We, believe 
this program will benefit you aa an intsgral member of the community by 
generating better educated and adjusted consumers who are able to cope * 
with the pressurss of their economic situation* 



Through uss of our mobile -classroom and local facilities, subjects 
such as budgeting, credit, Insurancs, savings, and housing will be discussed 
by means of Informal codrses and mini workshops. 

Essentially, at thia stage In the project, we are asking for your 
INTEREST In this total community effort. . Our Program Assistant and 
Coordinator, Mr. Richard Sprlnce, will contact you shortly for a brief 
Initial visit. He will discuss how you may become a part of this effort 
and will* be pleased to answer *any questions you may have. ^ 

♦■ 

Sincerely , 



Anne L. Sheelen 
Acting Chairperson^ 
Department of Home Economics 



penlse M. Matejlc 
Associate Specialist In 
Family Resource Management 
Project Director 



APPENDIX 2B 



August 11, 197/ 



Mr% A; Weiaberg 



Johnson & Johnson 
Surglcos 

New Brunswick-. N. J. 



Dear Mr. Weiaberg: 



4 



Cooperative Extension Service of Rutgers Unl vers iffy — Cook College 1« 
about K to enter the second year of a two-year pilot project — "Helping 
Families ^Adjust to Change." We are learning as much as those who 
participated In the training sessions at Industries, which Include the 
topics of consumer credit, life Insurance, budgeting, savings^ Investments, 
as well as eaphaslzlng the human relations aspect of consume rVsconoml ca • 

These family financial management courses can be offered to the 
employees at your company site and 'are conducted by experienced resource 
personnel. Experience clearly demonstrates the wor thwhl lenesa of this 
project. In all probability other statea across the nation will be con- 
ducting similar programs baaed largely on the New Jersey-Middlesex County 
accomplishment a and evaluation. * 

As you are no doubj: aware, there is a trend among Industrial organi- 
sations to offer educational training sessions to employees with a marked/ 
positive effect on the relations between them and their employers. 
Cooperative Extension Service has been selected to spearhead this program, 
aa the organization has been uniquely qualified In the field of adult 
education since 1914* 

4 

We will contact you Shortly to arrange for a brief yislt to explain 
this program in, greater detail. If, in 'the meantime, you have any 
questions, please feel free to call me at 9J2-9737. 



Sincerely, 



Denise M. Matejic 
Specialist— Family Resource 
Management -' Project Director 



Richard H. Sprlnce 
Extension Assistant 
Project Coordinator 
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WHERE IS 
YOUR MONEY 
GOING? GOING? 
GONG? GOING? 




COMING YOUR WAY SOON: 
A Free Program to Hetp You 
Spend Your Money Wisely 



WHO: 

Singles (men or wtimen) and young 
families * . 



LEARN MONEY MANAGEMENT; WHERE: 
Budgeting Savings 
Credit Housing 
Insurance 

TO FIND OUT MORE CONTACT: RICHARD SPRlNCE, Extension 
Assistant and Coordinator at P. O Box 231 or call 201 /932-9737. 

» 

COOfflATtVI 1XT1N*I0* HRVICi ' 
COOK COLLIOI t 
HUTDlM - THt IT ATI UNIVIftftTV 09 NtW JtftMV 
NtW tflUNtWtCK 

» * ' 

* HHlin«* O l » >» » >i m «* w lu.ih.tw tf At A«H «f •(^INNnW. I#M CMS 

l«t«mwf< ItWI watt w ******* !WMw hhm«, tnri 4 N. AM* I 0»w* *m ** hip w Ttw Cmp«ii^ limm |*«m » 
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APPENDIX 2r 
NEWSPAPER ANNOUNCEMENT 

HON E -S-T U D Y COURSE 



^he N.J. Cooperative Extension Service of Rutgers - Cook College 
is offering wore free 'consumer education sessions. Hiese courses, 
however, will be sent directly to your home, A series of three # 
lessons, each consisting of a consumer fact sh*et, pamphlet, and 
short quiz, will deal with money planning, personal credit use! 
and life insurance. 

A lesson will he sent to you every three weeks.' The registration 
deadline is February 16 and the limit is 100 people. 

To register for this completely free course, or to gain further 
information, then contact Richard Sprince, Rugers - Cook College, 
P.O. Box 231, New Brunswick, JI.J. 08903, 932-97S7 



APPENDIX 2G 



RUTGERS NEWS &ERVICE 
Joseph A. O'Rourke, Director 
,Tsl. (201) 932-7084 



FOR IMMEDIATE RELEASE , CONTACT j Ruth Scott 

NEW BRUNSWICK-- "Beyond the Cookie Jar/' a financial 
planning and career awareness conference for women, will 
be held from 9 a.m. to J p.m. Saturday, April 15, in the 
Hickman Hall Auditorium at Douglass College here. 



The State University program will focus on prin- 
ciples of money management and careers In ftkiance. 
Sponsors are Douglass Advisory Services foPfcomen and 
the Rutgers Women's Center. 

.Keynote talks will be given at the morning session 
by Mildred Tuffield, financial consultant , who will 
speak on H Self-Worth Through Net Worth," and Demise 
Matejic, associate specialist in family resource 
management at Cook College, who will'discuss "The 
Informed Woman 'Consumer . M ^ 

9 

Tuffield will moderate a panel discussion on 
establishing credit, consumer complaints, hospitaLi- 
aation, life insurance, financial careers, investments 
and social security. 

An afternoon bazaar wtll enable women attending^ 
the conference /to meet informally with financial 
advisers, company representatives and women successful 
in their own businesses, 
i 

Participants should br|ng their lunch. Dessert 
and beverages will be provided. Fee for the confer- 
ence is $T0 and includes Resource materials* 

For additional inf oianatiorr or to register, con- 
tact Viola Van Jones, coordinator of Douglass AdvisorvS, 
Services for Women, -at the Rutgers Women's Center, 
132 George Street, New Brunswiok, N.J. 08903, tele- 
phone (201) 9 32-9603. Checks . should be payable to 
Douglass Advisory Services for Women. 

N252*-RS^j8-4/6/78 

', 5>3 9 6 



APPENDIX 2\i , p 

The Cooperat i ve Intension Service of Rut gem -Cook College 
Is sponsoring a six-session consumer education course ilosignod 
to help people plan and spend their mone^ more effectively. Jt 
will meet at the New Brunswick YWCA on Livingston Avenue beginning 
March 2S> at 7 p.m. Hie one-hour sessions will include the 
fo I lowi ng topics : ■ 
t % 

V 1 an n i ng You r/ l>o 1 1 a i*s anil I mprov i ng Co mmun I cat ion 

on Money Masters 

' l,sin K Cred it Wisely and Understanding Your Rights 

• . Hvatua|S«^Your Insurance Needs 

Using Your ffiavings and 1 n v es t men t s " Ki\ow fedgeab 1 y 

/ . Choosing Housing and Alternatives 
/ . ' 

^ooperat i ve Extension Service specializes in presenting valuable 

in/ormat; ion in a relaxed atmosphere, Kind Several professional and 

Jxcitihg resource speakers will participate. 

the YWCA must charge a small fee£ so please call 545-6622 

fot information and registration. 

/ • 



APPKNDI X } I 
TO: All Employees X » 

SUBJECT: IN-HOUSE FAMILY MONEY MANAGEMENT SESSIONS 

DATE: April 27, 1977 



financial problems, brought about by ever-increasing costs are something 
.we can all relate to. With the prices of consumer goods rising, and the 
lure of "too easy" credit, there is an increased need fo*- consumers to 
know what options arc available to them. 

In response to this need? and the stress associated with just trying to 
stay even, Cameron Waldron and Ross Air Systems Divisions, in cooperation 
with, the Cooperative Extension Service of Cook Collcgd, Rutgers University, 
is co-sponsoring a series of free one hour bi-weekly sessions to be held 
within the company, starting the 2nd week of May. This co&rso vill be 
conducted by the staff of Cook College, covering such topics as Credit; 
Budgeting; Savings, Insurance, to name a few, all designed to help you 
take maximum advantage of yoiir income. 

Since this joint cooperative effort represents a new concept in consumer 
education, Mrs. Dcnisc Matejic, Associate Professor Family Resource 
Management and Mr, Richard SprinoQ. Program Coordinator, will be present 
in Somerset on Thursday, May 5, 1977 between 2:30 p.m. and 4:00 p.m. in 
the upstairs' lobby, andyin Highland Park on Friday, May 6, 1977 between 
,2:30 and 4:00 p>m, in the cafeteria, to answer any questions you may 
have on this upcoming joint educational program. 

We are* sure you will find these sessions enlightening. 




R. JJnvanagh 
Director of Personn? 
and 

Industrial relations 
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-OCAL 9ffl NtWSLETTER 

APPKND1X <\J 



The Coraunity Services Department of U.A.W.#980, in conjunction 
vith the Rutgera-Cook College Cooperative Extension Service, is 
offering a horae study course entitled "Tour Money Matters 19 . This 
ottering will be given free of cost to Local #980 members and thrfir 
inailien only. The course will be mailed to members in five install- 
r-nts ahd will corer such topics as insurance, savings, famAy finan- 
cial planning, coping with credit, buying i hoM or cur, and other 
t >pics of oisilar financial nature* 



B Q cau*e enrollment is limited the firnt ^0 naaes received ^y ur; 
will be eligible to participate. For this purpose a registration tnblb 
will be «#t up in the plant in front of the union committee office on 

"S isJav. V*j±. i;\1Q/8 between the hours of ?:OOP.K. and 5;?djf-M . All 
interested persons must register at this time. This offering is made 
on a one tin*? basis so do not fnirl to register if interested. I 



>Vaternally, ; 
Guy We^gsworth, President ' 

John J. Mrika, Community Services Counselor 



C.W/Jjm 
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APPEND TX 3 A 



Frier* 1 Project Staff 



Qenise M. Matejic # Project Director end Editor 



Richard H. Sprince 
Mey Huang, Ph.D. 
Dr. Neil Gaston 
Mary Rhodes 
Suzanne Bonamo 



Project Outreach Coordinator 

Director of Evaluation 

Associate Editor, Resource materials 

Graduate Assistant 

Student Extern 



Advisory Comittee Members 



-J 



Vincent A. Abbatiello 
John E. Belding 
Richard B. Benedict 
Joseph Benincasa 
Thomas Foley 
Mary lou Haaill 
Dr. John Hayward 
Edward J. Ledford 
Dr. Eleanor J. Lewis 
Peter F. Martens, Jr. 
Frank McHugh 
Harrison Moore 
William Payne > 
William S. Palmer, Jr. 



Salvatore Sangiorgi 
Mary Schanck 
George E. Sharpf 
Sidney I. Simon 
Edward H. Spencer 
Clark Sprat ford 
Vernon N. Stewart 
Harvey Trabb 
Joel Wiener 
Allan L. Weisberg 
Reneev Zimrin 
John rarrell 
Sharon Szabo 



Cooperative Extension Service of Rutgers 
University, Cook College, New Brunswick, N.J* 



Dt. John L. Gerwig, Dean of Extension 

Beatrice M. May, Chairperson, Department of 
Horn* Economics 
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"HELPING FAMILIES ADJUST TO ECONOMIC CHANGE. 



USDA Specially Funded Project 



Second Advisory Committee Meeting 



April 18, 1978 



Holiday inn 
Route 1 

North Brunswick 
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APPENDIX '3A 

AGENDA 

11:45 - Committee Members arrive and register 

12:00 - Lunch break — X 

12:30 - Welcome by Dr. Gerwig 

12:45 - Informal introduction by all committee 
members* 

lfOO - Overview of Project and Home Study Course 
by Denise Matejic \ 

Reports by: 

Dr. Luang - Evaluation 

Richard Sprince - Community Outreach 

Suzanne Bonnrmo - Lunch 'N Learn 

(On-campus Outreach), 

Frank McHugh - Sub- commit tee - Public 
Communications Liaison 
(Banking Stuffers) 

Viola Van Jones - co-sponsored Community and 
campus outreach - 
Women's Center 

♦ 

Reaction to Objectives 
, Discussion of Objectives 



4:00 Adjourn 
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PCJECTIVBS 

* To inform you what has been accomplished as an 
outgrowth of your suggestions from the last 
meeting 



* To determine if there are any aspects of the 
program thmt can or should be continued after 
the deadline of the project 



* If so — to decide how you or your organization 
can help continue the outreach and promote the 
concepts taught by family resource manage- 
ment within*the guidelines of the Cooperative 
Extension Service 



To identify any problems you might notice* in 
the implications of our program and suggest 
passible solutions 



* To share any successful prdgrams you have had 
with consumers to see if there are any areas 
where we should modify our programs to ensure 
their success. 



/ 
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APPENDIX 3B 
MINUTB3 

FEDERAL PROJECT, "HELPING FAMILIES ADJUST TO ECONOMIC CHANGE" 

Advisory Committee Meeting 
Holiday Inn, North Brunswick 
April 18, 1978 



AGENDA 1 

12:30 Dr. John Gerwig, Dean of Extension, welcomed the participants and thanked 
then for. sharing their time an^ expertise with the project staff. «He 
stressed the i importance of the Cooperative Extension Service of Cook 
College, Rutgers University and explained about its general scope and* 
purpose. 

12:45 All members present at the meeting gave a brief, informal introduction 
x of themselves and explained the type of work they are involved in. 

1:00 Reports given by various project members: 

1. Denise M. Matejic - Project D^recto* 

Overview of the whole project and explanation of the Horn* - 
Study Course, "Your Honey Matters" which she had developed. % This 
course consists of a series of 5 units, sent over a period of 
weeks to an individual's home. Bach unit (covering topics such 
as Family Finances - Budgeting, Credit and Credit Legislation, 
Life Insurance, Financial Aspects of Housing, and Savings and 
Investing) includes 3 to 6 fact sheets, a quis, and a return envelope 
for the qulx. Responses to the course have been very favorable and , 
the feedback from participants has been extremely positive. All 
in all, it has become a very successful, though time-consuming, ^ 
method of filtering information to consumers in the community. We 
were able to reach many consumers who needed the information, and who 
welcomed this type of instruction thereby transmitting information 
directly into their homes. 

2. Dr. May Huang * Director of Evaluation 

Overview of the evaluation process: The project has made 
-preut strides since December 1977. Many more people, are being 
trenched now thVough the Home-Study Course and the Lunch *N Learn 
sessions, instead of through the use of just the Dollar Mobile 
;u\d single topic sessions. 

Dr. Huang noted how complex it is to document project gains 
in terms of knowledge, attitude, and behavioral change in con turners* 
HoweVer, it is a very necessary part of a thorough and objective 
evaluation. 




APPENDIX 3D - continued 

3. Richard Sprince - Program Assistant * Community Coordinator 
Overview of the community outreach phase: 

I'ho various s i ng 1 o sossi on aiul uui 1 1 i ses s i on programs 
conducted by t ho program assistant under the guidance ;md with 
the cooperation ot^ project director included: 

-Training staffs of other on-going programs (i.e., AFl-CIO, 

D.E.Q.O. , Welfare Board) 
^ -Perth Ambo>f Adult Education School 

-Perth Amboy High School Driver education programs 
-YWCA programs (co- sponsoring programs using resource 

speakers) . \ 

-South Amboy Memorial Hospital (working with the Horizon 

Program, which helps patients cope at home) 
-MRC-TV - May series of television programs 
-Senior Citizen Centers (bring Dollar Mobile to these 

"captive" audiences) 

A general discussion followed this overview. Suggestions 
made included: 

-Stuffing leaflets or fact sheets into shopping bags at 
supermarkets; Sylvia Nadal of Wakefern Foods, Elizabeth 
did the distribution of the "Right Turn on Red" leaflets 
for the Consumer's 'League and may do the same for 
Cooperative Extension. 

-Babysitting services could be provided by Douglass students 
for YWCA programs. , 
* -New Brunswick Apartments connunity room might be used for 
programs since it is public housing; Dr. Chester Williams 
of the Psychology Department could be used as a contact 
person. 

-Develop soqe sort of electronic game-playing system to 
be used in malls to "break the ice" and make learning fun. 

-Go into homes and have "Pocket Group" sessions; this has 
* been successful with politicians; let community groups 
(4-5 blocks) put together their own programs; see Thomas 
Foley for details. 



4. 



Viola Van Jones - Coordinator, Douglass Advisory^Services for Women 

Overview of the Douglass Women's Center and the Dpuglass 
College Outreach Center: • * 

Viola Van Jones and Denise Matejic have worked together on 
consumer programs and career awareness programs for community women* 



i03 
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APPFND1X 3B - continued 



Sutanne Bonuo - Graduate Assistant 

Overview of the Lunch 'N Learn Series and the Sub-co mmi ttee 
on Bank "Stuffers": 

Lunch *N Learn is a series \of one-hour (lunch hour) classes 
held on the Rutgers Campus by Dehise Matejic assisted by Sutanne 
Bonamo and Richard Sprince, once a week for four weeks. It was 
developed * a way to reach the working woman (in this case, Cook 
and Douglas* College secretaries), who does not wdnt to'civo up « 
evening and cannot miss a day of work, but is willing to spend' 
hor lunch hour eating and learning. Budgeting, credit, and 
saving and investing were the topics covered. The whole series 
was extremely well received, and since April, has been repeated 
twice on other campuses., T 



The Subcommittee on Bank "Stuffers" is a group representing 
banks, utilities, and the saving and investing industry. Their 
purpose is to help us find the best way to develop, print, and 
distribute fact sheets or leaflets on consumer arid family finance 
topic*. Frank McHugh has developed several examples of "teaser" 
or "leader" cards to be used to-ptomote the fact sheets. Although 
the project has not been followed through due to a severe lack 
of time and man-power, it is hoped that it will be pursued sometime 
in the fall. 

One objective of the meeting was to determine if there are 
any aspects of the program th*t can or should be continued after 
the deadline of the project. The following suggestions were made: 

« 

Develop slides of single concepts based on the fact 
.sheets used in the correspondence course. These could 
be used in a series or as single topics with or without 
the fact sheets. 

Expand the Lunch. 'N Learn series to industries to be used 
during lunch hour shifts. 
* Show the MRC-TV family finance- topics in malls. 

Develop and expand the use of the "teaser" card to fbod 
stores, banks, utilities, etc. N 
. S*tf copies of all fact sheet leaflets with a cover letter 
to all home economists to raise their interest in the 
development and use of the Home-Study^ Course. 
. Put a "price tag" on the Home-Study Course, and hav* it 
iteked or printed by the State Office for distribution 
throughout^ the state. 



Another objectiv* was to determine what organisations could 
continue to help«wi%h the outreach phase and to promote the concepts 
taught by family resource management within the guidelines of the « 
Cooperative Extension Service. 
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A^ND^X 3B - continued 



Salvatore Sangiorgi promised the continued" help and 
support of the Federal Trade Commission. 

Renee Zimrin promised to assist Eloise McLendon (Home 
Economist agent in Essex County) with the distribution of the 
Home-Study Course in that county. She also suggested contacting 
community based federal agencies for support. 

. We should work through the county home economists to 
disseminate the information developed and available through 
T.V. advertising, home-study courses, etc. 

liarrison Moore suggested ttyjt a presentation be done 
for the New Jersey Chamber of Commerce to see if they would 
assist Cooperative Extension Service in expanding their interest 
to business establishments. 



The meeting adjourned at approximately 4:00. Project members 
were left^with a very positive, feelinp that much had been accomplished. 

Autfust 15, 1978 Respectfully submitted by Suzanne Bonamo 

edited by Denise Matejic 
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RjUlftBj APPENDIX 4A j 

COOPERATIVE po 80x ne ^w un8 *' c *. nj own * 

EXTENSION SERVICE . (S)'5? , 5m 

COOK COLLEGE ^ 

June 20, 1978 



(tear 

For the last two years. I have been project director of a federally funded 
project. "Helping Families Adjust to Economic Change." which has been con- 
ducted in New 4 Jersey. 

J * 

The project involved a community outreach program and an educational material 
development phase. , 

As part of the educational material development phase. Dr. Neil Gaston and I 
jointly wrote a text on "Community Programs in Family Financial Management" 
a program development guide for helping families adjust to economic change.' 
It is a resource guide for adult educators, community college and community- 
agency professionals, educational managers as well as funding professionals . 
Ihe purpose of this resource guide is to further that part of consumer 
education which deals with family financial management. 

You are highly respected in your field, therefore, it is an honor for us to 

h.r .o/ 0, i t ? 1 J- V i*T thC tCXt lal1 three P arts ' if y° u wish - or ^ Portiqn 
thereof identified for you at the bottom of this letter.) 

Enclosed, to help you better understand our project, is a short brochure * 
about the entire project and the table of contents of the text. 

I am looking forward to hearing from you soon and thank you in advance for * 
your professional cooperation in donating your time to this project. 

Sincerely, - 



cc: Dr. Neil Gaston 



(Mrs,) Denise M. Matejic 
Associate Specialist in 
Family Resource Management 
Project Director 



HOARDS Of CMOStN P R tf ™ F D I Jf A Ti ON a i ^J£l V i- U $ DCPAR ™^^ OF AGRICULTURE , AND COUNTY 
NATIONAL LlRKilN TNF r^v^m^oATiIlt ^ ♦ PROGRAM^ ARE OFFERED WITHOUT REGARD TO RACE COLOR OR 
,N ™ f ^OO^RATlvt EXTENSION SERVICE IS AN EQUAL OPPORTUNITY EMPLOYER 
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APPENDIX 4B 



COOPERATIVE 

EXTENSION SERVICE 
COOK COLLEGE 



PO BOX 23V NEW QRUNSWICK, N.J 08903 
Home Economics I-xf. Mouse ' 
(201) 9*2-9794 



Juno 20, 1978 

N 



Dear Co 1 league : 

For clarification and administrative purposes, I would like to ask you to 
till out the sheet below after you have reviewed the text. 

Text: Community Programs in Family Financial Management 
RfcVUiWlNC AUTHORITY: ______ 



TT 



ease print 



1 have reviewed: 



lint i re text s _ 
Part 1 % 
Part II 
Part 111 

Other 



Comments: (.please feel free to comment directly on the copy of the manuscript) 
Please add your comments below: (use second sheet, if necessary) 



A statement on the overall evaluation of the text would he_fippree iated 



J^be^ii 



COOP^MATlMi A(,| NCIIS HUTCtHS THl STATf UNIVLRSlTY US Ot P AH T Me NT Of ACiRlCUL T URL . AND COUNT Y 
BOARDS Of CMOSIN » ML t HDUH MS L OUCATIONAl PROGRAMS AMt OF F L RED WITHOUT RLGARD TO RACf COLOR. OR 
NATIONAL ORIGIN T Ml COOPf RATlVl LXTLNSION StRVICL IS AN LQUAL OPPt.fR TUNI TY LMPlOYl n 



ERLC 
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APPENDIX 4B - continyed 



Ihe authors ^iuve permission to quote from your comments; Yes No 

T~" " 

House write down your name, title,and address exactly as you wish to huve it" 
appear on the acknowledgement page of the printed manual. 



NAMl : 
mil.; 



OK(;\N I NATION: 
AIHUU.SS : 



I hank you tor your coopeot ion . 



Sincerely, 



(Mrs.) Oenise M. Matejic 
Associate*£pecialist in 
Family Resource Management 
Project Director 



IP 
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. APPENDIX 5A 

' • * - * * 

INDICATORS FOR THE TOPIC; UNDERSt ANQING CONSUMER CREDIT v 

Based on our deliberation on the topical outlines in the content area of credits/ 
five key indicators have been delineated as a basis for evaluation. We have 
agrted that at the end of a session on credits, workshop participants will be 
able to: 

% • * 

1. Describe 2*3 advantages and disadvantages of using credit cards. 

2. \ Tell the difference among four lending institutions in tens of the , 

interest rates versus ris^s and the availability of^unds. \ 

*N0TE: The f jjur major sources of credit are: , 

" * 1) Credit Unions 

' * 2) Banks -* Savings and Loans , 

3) Consumer Finance Companies v 

4) Retail Stores and Dealers 

■9 

3/ Be aware of the importance of one's credit rating and wa^s of establishing 
a good one. 

4, Read and understand a lending contract .in terms of the annual percentage rate 
(AW), finance charge, payment schedule. To also question unclear clauses. 

5. Describe thq (flowing four actions one can take when having payment difficulty; 

a l) ConCkct the lending institution ( 

2) Take out a consolidated loan 

3) Consult financial counselor 

4) Declare bankruptcy 

* * 

If you see the need 4 to modify any one of these five indicators, please let 
*e know. 
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APPENDIX 'jB % 

INDICATORS fOR THE TOPIC: BUDGETING 
» 

following six indicators have been identified for the topic on budgeting. 

At the end of a session on Junigeting. the participant will be able to: * 

v 4. define a budgetplan as a workable guideline for spending which variea fro* 
person %o person. 

2. explain the purpose of setting up a budgetplan is io meet individual and/or 
family goals and needs. 

3. identify the important factbrs^in setting up and in modifying a budget plan: 
, * income t • V. . fWly size and composition ^ 

* debt Xyalue system (goals, objectives, priorities) 

4. identify the key elements of a budget plan: 

- income (s) 

v 

- expenditures (fixed and flexible) 

- saving and investment ) 
S* name the steps of setting up a budget plan: *^ 

(1) identifying take home incomes 

(2) identifying obligations 
%'§ (3) computing expendable income 

(4] budgeting expenditures in each area of needs 

(5) keeping record of spending 

(6) comparing actual expenses with allotted amount, and 

(7) adjusting budget plan based on changing situations in the family 
:y and the result of step *(6) f and 

6. applying knowledge in setting up a budgetplan by using a case situation 
provided by the presenter. 




If YOU SEE THE NEED TO MODIFY ANY OF THESE SIX INDICATORS. PLEASE LET ME KNOW. 
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APPENDIX 5C 



INDICATORS FOR THE TOPIC OF SAVING AND INVESTING 



1. m List S reasons (goals) for saving/investing. 

1 . Emergency 

2. Ccninwr godds, vacation* etc. 

3. Downpayment for home 

4. Children's education 

5. Future income and supplement to retirement 



2. Explain what is meant by interest compounded daily and interest compounded 



3. Be aware of the earning growth potential of a regular savings program over 
a period of time. 



1." 


Checking account 


2. 


Savings account 


5. 


Credit union 


4. 


Certificate of Deposit 


5. 


Government E or H Bonds 


6. 


Municipal bonds 


7. 


Corporate bonds 


8. 


Stocks * 


9. 


Mutual funds 


10. 


Horn* 


1I. V 


Real Estate 


12. 


Other 



S. Describe what to look for when selecting a broker and financial institution. 



quarterly. 



4. 




« 
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APPENDIX 5D 



INDICATORS FOR THE TOPIC CP »F> INSURANCE 



/ 



1. Explain the purpose(s) of life insurance to be protection, saving, and/or 
investment . 



2. Compare the following four basic type* of life insurance policies in terns 
of cost, cash value, face vale*, and protection for various individuals. 

- Tern life insurance 
* Straight life 

- Limited payment ^ 

- Endowment 

3. Select the mpst appropriate type of life insurance policy for at least 
' three given situations with a consideration of the changing needs of 

protection, face value, cash value, dividend, and convertability. 
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APPENDIX 



INDICATORS FOR THE TOPICS HOUSING 

- ^ . \ 

t 

At the end of a session, it is expected that the participants will be able to: 

1. List 3 advantages and disadvantages of buying and/or renting a home, 
apartment, and/or condominium. 

Name 4 factors which should be considered when selecting a home, such as 

^ 1. distance from job 4. surroundings 

2. schools - proximity, rating " 5. tax rate 

3. appearance of neighborhood 

3. Name 3 guidelines to consider when determining how much one can afford./' 

"rule of thumb" 24 times annual salary 
pne week's income for payments 

4. List 3 additional expenses involved when buying a home and/or changing other 
type! of residence (-e.g., apartment, condominium). 

1* closing costs 4. prepaid taaes 

2. lawyerS fee 5. immediate improvements 

3. moving/storage costs ' ■* 

5. Name and compare the 3 major types of mortgages (FHA, VA, Conventional) in 
terms of ' 

1. eligibility 

2. sii« of downpayment necessary 

3. interest rate 



EXERCISES 

Hand out the 'Three Easy Steps" to help you figure out how much can be afforded 
1g> be spent on housing., 
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\ , aimm'ndix (>a 

audience type identification 

OK PHOJKt'T • 
SENIOR CITIZEN: \ * 

N / 
HelmetU Sr. Citizen Center N ' 

Hungarian Civic Association ' 

Carteret Sr. Citizen 

Hopelawn Sr, Citizen Club N 

Sayreville Sr, Citizen 

DISADVANTACIiK * ' 

Urban League' 

Neighborhood House \ 
Neighborhood Project of Douglass Women f s Center 
Women's Transit ioA Counseling ' 

illr!h IJ^iV ^ fent LibFary Resour ^ ' Help parents of Title I students 
Perth Amboy Adult Education * 

South Amboy Memorial Hospital - Patients in Transition Project 
PROFESSIONAL: 

Perth Amboy Public Schools - In-Service Teacher - Trluning workshop 

Rutgers Cooperative Extension Service 

Dr. Huang's graduate homo economics course "Issues" 

PARA-PROFESSIONAL COUNSELORS 

Community Service Counseling - Labor J£d. ^ 
Hispanic Economics Development, Project - PECO , * 

Middlesex County Welfare Board - New Brunswick 
Middlesex County Welfare Board - Perth Amboy 
Urban League Staff 
- Middlesex County Cooperative Extension Nutrition Project 

New York. New Jersey Closed -Circuit TV Sessions for Government Employees 

STUDENTS: 

Dr. Benton's-Family Finance Course, '* 
Dr. Arlett's course on Social Agency Functions 
N,J. Youth Conference {4\{) 1 

CONSUMERS: * 

Rutgers V*>men's Center - Beyond the Cookie Jar * 
.Douglass Alumni - Mom's Day ' ' 

*New Brunswick YWCA 

Midland Ross 

J$J Surgikos 

1st Baptist Church - New Brunswick ^ 
Baptist Women's Circle - private home 
Sears 

Lunch arid Learn * 
Sayreville YMCA 
Sayreville Jewish Center 
Eisenhower PTA 
Saais el PTA 

Single. Parent Seminar * - 

Farleigh Dickenson Retirement Center 

o . m 1 f 
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A Listing of Some of the Community Organizations 
with wh ich the Project had Co-sponsored Programs 
and Some oF^fKeTr Functions . ~~ 

Com munity Service Counseling Program - to provide 
educational and medical information and services at 
labor union sites - 30 paraprofessional counselors 
hired with CETA funds. Labor Education CenCer, 
Rubbers Un i ve rs i ty . 

Hispan ic Economic Development Project (DECO) - to 
provide information and direct assistance to 
hispanics' in the community (e.g., budgeting, com- 
parative shopping, unit pricing, complaint handling) 

Rutger s Women^ Renter - to help women become more 
TTnah^TaTTy^T"ndeperTaent by becoming mo^e knowledge- 
able in consumer areas and career yr ion tat ion, 
"Beyond the Cookie Jar > " 

Douglass Wom ens 1 Center - subsidiary of above center 
to" provide rnTormat ion to fromcn living in low-income 
neighborhoods. / 

Hungarian Civ ic Asso cia tion - included a free lunch 
progranTand educatdona 1/socia 1 activities for 
senior citizens of Hungarian descent. 

Neighborhood House - to identify and' serve 

commun i ty/neighbo rhood needs (child care, cultural 

education, youth* development, .family resources. 

Title I Paren t Library Resource - help parents of 
students who*rece i ved remedial instruction under 
Title I. 

Urban League - to provide community services 
(employment , housing, welfare referrals, 
arbitration/discrimination cases, youth programs, 
day care) . 

Women's Transition Counseling - to provide career 
orientation, educational services, "living" skills 
for women in a transitional position due to death 
o f spouse , divorce , etc . 

PATHE - Personal Assistance to Homebound Elderly - 
to provide eligible senior citizens with nutritigus 
lunches and social/educational activities - 
federally funded, sponsored by YWCA. 
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iiutfUi Ambuy Mtuuuxxal UuayiiAl. 'TiULti&l JUttJUUlal i- 
. *Ation I'cuyijUu" ~ ot ters intensive rohabi 1 i tj^ion , 
psycho-social him vicos to outpat inH s who nOed tl 
structured, supei tfi sed \t hei apcut i c environment, an 
intei media t e step iK'twoen inpatient and outpatient 
status. 

J 

MRC-TV - two-way closed-circuit television network 
t ci* p iodide in-siM'Vuv training tor state, county, 
and local qovernmont emp I oy ees- in New Jersey, New 
York, and Connecticut, j 
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APl'KNDIX 7A 



COOPERATIVE EXTENSION SERVICE 



PARLIN YMCA 



THE PARLTN YflCA PRESENTS 



PERSONAL CREDIT USE 



, RELIEVING RESPONSIBILITY WHEN CREDIT CARDS 
ARE LOST OR STOtEN 

. BUILDING MY CREDIT RATING 

. UNDERSTANDING THE IMPORTANCE OF CREDIT BUREAUS 
AND WHY I SHOULD CONTACT THEM. 

# UNDERSTANDING MY LOAN CONTRACT AND- TAILORING 
IT TO 41Y NEEDS 

. " COMPLAINING EFFECTIVELY WHEN DISSATISFIED 
WITH A PRODUCT BOUGHT ON CREDIT 



ATTEND THIS INFORMAL SESSION WITH YOUR FRIENDS AND DISCUSS 
ANY QUESTIONS YOU MAY HAVq ON PERSONAL CREDIT USE* CONSUMER 
LEAFLETS WILL ALSO Rfc HANDED OUT. 



ADMISSION: *RBE 

SPEAKER: RICHARD H. SPRINCE 

*AMH*V RE80URCE MANAGEMENT 
COOPERATIVE EXTENSION SERVICE 
RUTGERS UNIVERSITY • COOK COLLEGE 

TIME: TUESDAY , JANUARY 10, 1:15 - 2:15 

^LOCATION: parlin ymca, Washington road, (across from 

DUPONT) PARLIN 

QUESTIONS: richard sprince 932-9737 or parlin ymca 

257-5177 
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APPBNP1X 7B 
v • 

\ nrnmm irawt cnmtrr 



Beyond the Cookie Jar 

j h P1HMC1J0. POINTING AND CARRM-. WANMII OOMPIMMCS POR NflUM' ^ 



Proaantarf by tha Dougiaaa Advisory Mnicn for Wa 



PKXJMM 

■ATURDAY 

April 1%. 1970 
*i00 •.« - 1,00 v .m 
Hlcfama* AiU Audltorlua 
I*>ugl aaa cVllaga 



»i06 

9i30 
lOiOO 



McivTRATim (|nmi 



viol* van jotna, coordinator 
Douglaaa Advisory garvloaa for woMn 



NOmiHG SIM 1CW i 

THRMMi "MAKING TM MOOT OP TOUR MDNaTY" 

KSYNOTV ADO MM t 

"■■LT -WORTH TNRDUGW NTT WORTH" 
MUdrad Tuff la Id, financial consultant 

"T» INFO NOD NOMaN G0NHMIR" 
Daniaa H. Matajic, Aaaooiata tpaciallat 

Family Raaourca Managaaant 
cook Collaga, Rutgars ubivaraity 



ran. D)acusRioNi 

NOONRATORi 



Nlldnd Tuff laid 



latabllahlng Credit 
Complaining conaunai 
Hoaplfal laatlon 
LI fa I nay ran og 
Financial cimn 



12 i JO 



OUMTXONi AMD AMMtfSRl 
UMCH 



RAIAJIR 



•ring your lunch - daasart and bavaragaa 
will ba provided 

FINANCIAL AMAlMRNMl - RaPraaanUtiv*. 
fro* private and public aaotora «1U ba 
aval labia to dlaouaa financial planning 



\ 



P*a 110 lncludaa raaobroa naearlala 



SMM - Naat w ith oompany 

rapraaantativaa to laarn about varloua 
oaraaro in flnancaa. Noaan auooaaaful 
in thalr own bualnaaa will ba aval lab la 
to aaplora bualnaaa planning, financing 



NK TIT RAT ION FOR* 



Mdraaa 
itata 



plaaaa anoloaa ohacA or aonay ordar for 
— - 110 praragiatratlon faa. 

Malta ohaofta payabla tot 
Douglaaa Advisory Rarvloa* for Noaan 

Nail tot * 

■ip Cod a v&ola van Jonaa. Coordinator 

Rutoara Noman's Orator 
133 Oaoraa ttraat 

° »•* •rWMRflOfc^N.J. 01903 



Day oara naa d a d raa No 

•r of atuidraa . Talapnona, (jol) 9 J ft* 940} 
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'Us 



till* oanfooonoo is in Muted for wyowi 
loootootod in loomino tafi« wMf 
■nnnvofont Md Mmw'in ft— not. 4 



ntfin wUvoioivy 

IfM, MM jMMy Utt* C wono 
Blu« Ifclwld 



MlUlH Tvffiwld. NlUl«d TufflwU iNOoUtM, 

IM. 

CDnUh n. Mntojio. Mtfiii Ufcivoioity 
vioxo «m j ow n , Mttoofw onlvorolty 



Oooo Qo oyitotlwo toitonvlon ooxvloo 1* Of f wr- 
ta* W MfftWO Of f rOW MKMMI WduOOtlon I— D M 

which will tow nollwd directly to you* hono. A , 
two tudy oourif "itonoy MBttwiW" offwro ttuw* 
Imiom of 9mm mm * foot ohooto. poofAiloto, ond 
ooraopondino. ohort qulsioo which you will ro- 
ooiwo ovoiy throw wooka with iwturn onvol o p oo . 
tortiaipontw won ooln vwlooblw wnmrnmr tipo In 
tho oiwo of oomoy pionnlhq, poioonol ciwdlt uoo 
ond llfo inoutonoO. for mora infonotion wo* 
oonfwiwnow iwwourow toblo. 




HUE IS >OUR 
HM=Y DING 



IffRR€ YOUR STAOARD OF LIVING 
THE [MX VftJ IS AT YOUR SERVICF - FlITt 

1) EDUCATIONAL PAMPHLETS - BUDGETING, CREDIT, INSURANCE, HOUSING, AUTO 

2) EDUCATIONAL SESSIONS - BUDGETING, CREDIT (MINI SESSIONS - 20 /MINUTES) 

3) DISCUSSION - OPEN DISCUSSION 4 flWSTIONS ON ANY OF THESE AREAS 



LEAfW HON TD GET 
YOUR MBCY'S NORTH 



APRIL S 
APRIL 6 
APRIL 14 
APRIL 22 

SAYREVILLE 



^EARS LOT 

GEORGE 3 P ATTERSON ST. 
SEARS LOT 

msrrm 




APRIL 
APRIL 
APRIL 
APRIL 
APRIL 
APRIL 



12 
12 
13 
13 
19 
25 



tiytt 



PARIIN 



SHOPPING CENTER 



SaVrEHFOOD SHOPP ING CENTER 

SAVftEWMb SHOPPING CENTEE 
SAVftfettWb SHOPPIE tmtk 



00 
30 



1:30 - 



APRIL ^2A^ SKVTOP APAftTMERTS- 



00 
30 
30 



li30 - 



12:00 

4:00 

4:00 

8:30 

4:00 

4:00 

5:00 



8 

W 

25 
O 
H 
X 

o 



O 



1 



FOR FURTHER INFORMATION: 



RICHARD H. SPRINCE, Project Coordinator 
Rutgers University; Cook College; P.O. Box 231 
New Brunswick, N.J. 08903 932-9737 

Dr. John Gerwig - Dean of Extension; Denise M. Metejic - Project Director 

^ UC !™! 1 progrM * '** off ««° without regard to race, color, or national 
The COOPERATIVE EXTENSION SERVICE is an equal opportunity e^loyer. 
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APPENDIX 7D 

N.J. COOPERATIVE EXTCNSia-' SERVICE hTIQTORIICOD POUSF 

MONEY MATTERS 

THE NEIGHBORHOOD HOUSE PRESENTS "FAMILY MONEY MATTER" SESSIONS 
PRESENTED BY: RICHARD H. SPRINCE, FAMILY RESOURCE MANAGEMENT, 
HUKZRS COOPERATIVE EKTCNSICN SERVICE. ATTEND THESE FREE SESSIONS 
AN) BRING YOUR FRIENDS. 

PERSONAL dfajlT USE JANUARY 6, FRIDAY 6:30 - 7:30 

WHERE CAN I SHOP FOR A LOAN 

HOW MUCH CAN I SAFELY BORROW 

HOW CAN I BUILD MY CREDIT RATING 

WHAT IS A CREDIT BUREAU AND HOW DOES IT 
CONCERN MS 

WHAT SHOUID I LOOK FOR IN A LOAN CONTRACT 

LIFE INSURANCE JANUARY Q, TOY 6:^0 - 7:*> 

^ , HOW MUCH HFE INSURANCE DO I WWT • * 

WHAT ARE 1HE MAIN POLICY TYPES 

IF I WANT INSURANCE, HOW DO I TALK TO THE 
LIFE INSURANCE AGENT 

v 

IF ANY CP THE QUESTIONS ARE OF INTEREST TO YOU, THEN ATTEND TOET FREE 
SESSION 

LOCATION: «ighborhood house, 184 ooiwrcial ave, new bronsw^sk 
QUESTIONS: caittcr: richard h. springe 93? 5737 or ^ 

SCCOTIE RASBURRY 545-4448 



i -3 / 
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APPENDIX 71* 

"Money Matters ami Mo" 
Cooperat ive Extension Service* and YWCA 



TIMI: 
7-8 p.m. 

7-8 p.m. 



7-8 p.m. 



7-8 p.m. 



7 8 p.m. 



7-8 p.m. 



sujuict 

Family Financial 
Planning 



Personal Credit Use 



SN]AKEjR 

Den 1 so M. Mntejic 
Associate Professor 
.Rutgers 

Alhert J. Cyr 
Area Sales Manager 
( red it Bureau Industry 
Pi 

Richard II. Sprincc 
? J Fx tens ion Assistant 

Rutgers 

Credit Legislation Sal vat ore Sangiorgi 
ft You: What You Regional Director 

Should Know About Federal Trade Commission 

Credit Legislat ion 

fife Insurance: Haw" ^Martin K. Kirshnor 
Much Can I Affonyand Sales Manager 
Mow Much Do I Ne</d? Metropolitan Life 

Retirement \ Thomas Foley 

Director of Business 
Development 

Carteret Savings ft Loan 

Lyle Gary 
Account Executive 
Merrill Lynch 



Your Savings and 
Invest ing Concerns 



Moderator for all sessions: Richard Springe 



REGISTRATION ACCIPTFI) FOR ONF OR ALL SESSIONS. 
Late registration welcome afto* first session, 

********** 



5 



YIVCA of Central Jersey. SI Livingston Aveniic, New Brunswick. 545-6622 
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APPENDIX 7F 
M.J. COOPERATIVE EOTENSICN SEFfl/ICE 



1 



NEIGHBORHOOD HOUSE 



CREDIT 

A HOTTER OF IE 

— ■ \ c 



* JtNEff- LfftDING ©JSTITOTICNS AND INTEREST RATES^ 

* CREDIT BUREAUS AM) THEIJ^ FUNCTION 

*. CREDIT RATING - WAYS TO ESTABLISH A GOOD ONE 

* LOAN CONTRACT TERMS - APR, FINANCE CHARGE 



AB4 m i 



TIME: 
IDCATIOk 
CONTACT: 



AUGUST 11, THURSDAY, 6:00 P.M. 

NEIGHBORHOOD HOUSE/ 184 CCWERCIAL AVE, NEW BRUNStflOC 

RICHARD SPRINCE 932-9737 

SCpTTIE RASBURY 545^8 



: 123 
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APPENDIX 7(3 
COOPERATIVE EXTENSION SERVICE 



WIGHBORJOOD HOUSE 



CREDIT 
A MMTFR CF If 



Puces To Borrow Money And Their Interest Rates 

* Credit Bureaus & Their Importance To You ' 

* Financial Difficulty - !**t Can Be Done 

* Credit Rating - How To Establish A Good One 
Loan Contracts .- understanding The Tews 



ARE YHl LWRPflfip 
SEPTENER 15 & 22, THURSDAY, 7:00 

RICHARD SPRUCE 932-9737 
SC01TIE RASDURY* 5t&me 
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APPENDIX 7H 



DEAR FRIEND: ™ IS educational session is an attempt to help 

EVERYONE GAIN KNOWLEDGE ABOUT LIFE INSURANCE, ISO NB 
CAN TALK EASIER TO OUR INSURANCE AGENTS AND SPEND 
MONEY ON A POLICY WHICH BETTER NUTS OUR FINANCIAL 
NEEDS. 



LIFE INSURANCE 



SPEAKER: RICHARD H. SPRINCB ( 
EXTENSION ASSISTANT 
FAMILY RESOURCE MANAGBMBNT 
RUTGERS UNIVERSITY ■ COOK COLLEGE 
COOPERATIVE EXTENSION SERVICE 



HHAT^S LIFE INSURANCE 

HOW lilCH INSURANCE SHOULD I BUY 

4 # 

TYPES OF LIFE INSURANCE " 
% * 



WHEN: ,Vune 12* 1977 4:10 - 5:00 % 

WHERE: • cafeteria, midland ross ■> highland park, n.j. 



COOPERATIVE EXTENSION SERVICE 
Cook College - Rutgers University 
The State University of New Jersey 
New Brunswick 



Cooperating Agencies: Rutgers University - The State University of New Jersey, 
The U.S. Department of Agriculture and the County Boards of Chosen Freeholders. 
The Cooperative Extension Service provides information and educational services 
to all people without regard to race, color or national origin, 
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NNEFE IS YTXJR 
MDHEY GOING 

IMW^€ YOUR STAIW) OF UVING 
LEARN HOW ID GET YDUR MONEY'S NORTH! 
ATTUD OUR EDUCATIONAL SESSIONS: FREE ADMISSION! 

YOU can MAK E MflNEVWiSf nfrmoNs by havim a 

CHFDIT MWMMMT 

"THE FUNCTIONS AND IMPORTANCE OF CREDIT BUREAUS 

"ESTABLISHING A GOOD CREDIT RATING 

-WHAT TYPES OF LOANS ARE AVAILABLE 

-READING A LOAN EFFECTIVELY 

-KNOWING YOUR DIFFER! NT LOAN INSTITUTIONS 

Iff RUiuiii; sfsskik mi i hp un n m m mmnry. : 




W>B*i MOHWir, mth 21 7-8:30. SEARS COTfUJITY'ROOM - HIQtffl 1 

P£SW, HWH 3, 7:3(W, 1st BAPTIST CHURCH - UWNGSTON I W£ ST. 
THURSDAY, MARCH 24, 7-&30, 1st BAPTIST CHURCH - LIVINGSTON I HALE ST. 
' FWW, MARCH 25, 7sIW, SEARS amiilTY ICOM - HIGHLY 1 



MHO DO I CONTACT T 

RICHARD SPR INCB. PROJECT ASSISTANT AND COORDINATOR 
Rutgers University; Cook College; P.O. Box SSI " 
New Brunswick, New Jersey 
Phone: 932-E737 

IMPROVING YOUR STANDARD OP LIVING - A iptclilly funded project. 
Sponsored by ths U.S. Dept. of Agriculturo and Tho Cooperative Extension 
Sondes of Cook College, Rutgers University, New Brunswick. Dr. John Oerwlf , 
Director end Dean of Cooperstivo Extension Sorvico, Denlso N. Nstojie, 
Project Director, Richard N. Sprlnco, Project Assistant and Coordinator. 

Educational pregraas are offered without regard to raco, color or national 
origin. Tho Cooperative Extension Service is an Equal Opportunity Bsployer. 
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k ^ mm 

QUE SE DEBEN DE TENER EN CONSIDERACION. 

• LAS COSTURAS DEBEN DE SCR DERECHAS. 

• LAS COSTURAS NO DEBEN DE TENER RUPTURAS. 

* LAS COSTURAS DEBEN DE ESTAR REENFORZADAS 
CON UNA SOBRECOSTURA DONDE SEA NECESARIO 
(DEBAJO DE LAS HAN6AS, EL ESPALDAR, ETC), 

* EL FORRO BCL ABRI60 DEBE DE CONFORNARSE 
TERNA DEL ABRIGO, 

'Mitrnms. nm Rim 

RA ES 



CINTURA BE LA PERSONA, SI LA C 

' mkmjRut asm* 

Y SIN FOMAR ARRU6AS DEBAJO DE LAS fWNGAS 
0 A TRAVfS DE LA ESPALDA. 

' am m ims mm 



C0VNT7 ■ - 



WELFARE 





<? mm 



THE MIDDLESEX COUNTY WELFARE 
BOARD OFFICE WILL BE CLOSED : 

F RI DAY, FEBRUARY 11, 122 




S BIRTHM t 
MONDAY, FEBRUARY 21, 1977 

- wasrooirs birIhdav 



, ^ADANENTE 
LA PERSONA 

BORDE NO 



iupplemental sfEOKffl !N£6HE 

- ELIGIBILITY CHANGE 



HE S.S.I. LAW HAS BEEN 
CHANGED. A HOME OWNED AND 



ERJC 
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APPENDIX 7.1 

OCCUPIED BY AN APPLICANT FOR 
S.S.I. IS NO LONGER CONSID- 
ERED AS A RESOURCE, REGARD- 
LESS OP ITS VALUE . 

IF YOU, OR SOMEONE YOU KNOW, 
WAS FOUND INELIGIBLE FOR 
S.S.I. ONLY BECAUSE THE HONE 
WAS WORTH MORE THAN $25,000, 
PLEASE CALL SOCIAL SECURITY 
TO REAPPLY. u 

SOCIAL SECURITY OFFICES IN 
MIDDLESEX COUNTY ARE LOCATED 
IN: 



1. NEW BRUNSWICK - 

167 NEW STREET 
PHONE: 873-2<t99 

2. PERTH AMBOY - 

336 MADISON AVENUE 
PHONE: 727-5500 s 



PLEASE NOTIFY YOUR INCOME 
MAINTENANCE WORKER IF YOU 
MOVE. EVEN THOUGH YOU AD- 
VISE THE POST OFFICE, THEY 
CANNOT FORWARD YOUR WELFARE 
CHECK TO YOUR NEW ADDRESS. 
WHEN YOU MOVE, LET US KNOW 
YOUR NEW ADDRESS RIGHT AWAY 
AND YOUR CHECK WILL NOT BE 
DELAYED. 



-- Continued 

IF YOU HAVE ASKED YOURSELF ANY OF 
THESE QUESTIONS, YOU MAY BE INTER- 
ESTED IN ATTENDING A FREE PROGRAM 
ON FAMILY MONEY MANAGEMENT. 

BEGINNING IN MARCH 1977, THE 
RUTGERS, EXTENSION SERVICE WILL 
SPONSOR FREE MONEY MANAGEMENT 
CLASSES IN THREE AREAS IN 
MIDDLESEX COUNTY (NEW BRUNSWICK- 
PERTH AMBOY— SAYREVILLE). 

v 

IN AN INFORMAL CLASSROOM &TTING, 
EXPERTS IN NUMEROUS FIELDS WILL 
COVER SUBJECTS SUCH AS: 



* INSURANCE 
M SAVINGS 



* BUDGETING, 

* CREDIT 
K HOUSING 

YOU CAN ATTEND ANY OR ALL SESSIONS. 

IF YOU ARE INTERESTED OR WISH 
FURTHER INFORMATION, WRITE TO: 

RICHARD SPRINCE 

COOPERATIVE EXTENSION SERVICE 

COOK COLLEGE, RUTGERS 

P.O. BOX 231 

NEW BRUNSWICK, N.J. 08903 
...OR CALL 932-9737. 



FOR FAMILY- PLANNIH6 llfTMHATioiTl 



hONEV. . .HON1Y 



. . .MOM1T. . , mo a « 

MONEY GOING? 



...CALL LINDA ST. PIERRE, 

3MICHELE CANFIELD OR ANA PEREZ AT 
2<t6-65S<» OR' 2*1 6-66 1 1 « INFORMATION 
t 



— r lAND REFERRALS ARE AVAILABLE ON ALL 

WHCRE IS H\ MONEY GOING? f METHODS OF BIRTH CONTROL, INCLUD- 
AM I SPENDING MY MONEY WISE- ,NG CONTRACEPTIVES, ABORT ION, AND 
W * ,0a°»*(lfrC£).? STERILIZATION. 
CAN J GET MORE FOR MY DOLLAR? 



ERIC 
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FROMi C^ROLSj^KAISER 



APPENDIX 7J - - Continued 



IIST 



MH.K1li.iliH ■ .»>'.»' 



SERVICE 



[HOW TO BUY A COAT j 



TO 6CT YOUR HONEY'S WORTH, LOOK TO SEE HOW 
A COAT IS MADE AS WELL AS HOW IT FITS. HAKE 
SURE THE SEAMS ARE STRAIGHT AND HAVE NO GAPS 
IN THE SEWIH6. THERE SHOULD BE EITHER A ' 
GOOD SEAM ALLOWANCE OR OVERSTOCKING ON THE 
EDGE TO KEEP THE SEAM FROM SLIPPING OUT. 

THE COAT LINING SHOULD HANG FREELY AND NOT 
PULL ON THE OUTER FABRIC. IT SHOULD NOT 
WRINKLE OR BAG AROUND ARMHOLES OR SLEEVE 
EDGES. NEXT LOOK AI THE COLL^.^IT « ? 



IBM" 



i? 



snout! if at^our mm 

IT'S TOO HIGH IT WILL BE UNCOMFORTABLE. 
IF IT'S TOO LOW, THE COAT WILL WRINKLE 
ABOVE THE WAIST. THE COAT SHOULD FIT 
SMOOTHLY OVER THE SHOULDERS AND HIPS 
WITHOUT WRINKLES UNDER THE ARMS OR ACROSS 
THE BACK. WHEN YOU RAISE YOUR ARMS, YOU 
SHOULD FEEL NO STRAIN FROM THE COAT. 

WHEN YOU TRY A COAT ON, BUTTON IT AND 
CHECK THE FIT IN A THREE-HAY HIRROR IF 

STRAIGHT AND EVEN. THE LOWER EDGE SHOULD 
BE AN EQUAL DISTANCE FROM THE FLOOR ALL 
THE NAY AROUND. ALSO THE HEMMING STITCHES 
SHOULD NOT BE EASILY SEEN FRtiH THE OUTSIDE. 

BY SHOPPING CAREFULLY", YOU CAN GET YOUR 
MONEY'S WORTH. 



ERIC 
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A NUNCIOS 




LA OF I C IN A DE BIENESTAR 
POBLICO DEL CONDADO DE 
MIDDLESEX ESTARA CERRADAi 



NES, 11 DE FEBRERO 




CUMPLEASOS DE LINCOLN 



DE FEBRERQ 



HP 



CUMPLEASOS DE WASHINGTON 



S.S.I. - 5EGUR0 SUUAL 
SUPLEMENTARIO - CAMBIO DE 
*EGLA 



La lay da Saguro Social 
Suplamantarlo ha aldo 
camblada. Da ahora an 
adalanta, una paraona qua 
■olicith o raciba al 
8.8.1. puada aar duafto da 
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Cont inued 



una casa; no import* al ya- £C6mo puedo adquirir un poco mis 
lor da la cava. da lo acosturtibrado por un ddlar? 



Si ustad o un conocido no 
ha pod i do racibir al 6. S.I. 
solo por lo qua as duaflo da 
una casa qua vala mis da 
$25,000, por favor llama a 
la Of iclna da Saguro Social 
para solid tar da nuavo. 

Las Oficlnas da Saguro Soci+ 
al an al Condado da Middla- 
sax sa ancuantrans 



1. 



H*w Brunswick - 

167 Nsw Straat 
Tslftfonos 873-2499 

2. Parth Arebov - 

33(6 Madison Avenue 
TaKfonot 727-5500 



Si sa ha praguntado algo asl, tal 
vas tiana intaris an asistir a un 
programs gratis dal manajo dal 
dinaro familiar. 

En marso da 1977 al "Rutgars Ex- 
tension Service" ofracarA class* 
gratuitas an al manajo dal dinaro 
da 3 lugares — New Brunswick , 
Parth Amboy, y Sayreville. # 

En las classs* ustad conocert a 
expertos qua la hablarin dat 



* Manajo da Dinaro 

* Saguro 



* Cradito 

* Ahorros 



* Vivianda 



|SI USTED SE MUDA,., 



Por favor avlssls a su tra- 
bajador dal chaqua si ustad 
sa muds. Avisar al corrao 
no ati «auf lclente — porqua no 
sa parmita mandar un chaqua 
da la dirscci6n viaja a la 
nuava. Cuando ustad sa muda, 
notlfiqua su dlraccldn nuava 
a asta oflcina an ssquida -- 
asl no as damora la xlagada 
da su chaqua. 

[PINERO, i iDINEKO. .>DIWIFt^, . j | 

£Ad<$nde va ml dinaro? * 

40aato ml dinaro cuidadosa- 
mants? 



Ustad puada asistir a cualquiara 
da las clasas o todaa si dasaa. 

Si tiana intaris an asta programa 
o dasaa miff in4ormaci6n # ascriba 
at V 

Richard Sprinca 

Cooparativa Extsnsipn Sarvica 

Cook College, Rutgers 

P.O. Box 231 

Naw Brunswick, N.J. 08903 
...0 llamalo al 932-9737. 



...Llama a Linda St. Plarra, 
Mlchala Canfiald, o Ana*Pares al 
talafono 246-6524 o 246-6611. La 
puadan dar informaciOn y gula ra- 
faranta a todoa loa mtftodoa da 
planif icacidn familiar — contra- 
captivoa, abortoa, y •stariliia- 
citfn. 
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APPENDIX 7K 



N.J 4 O00KRM3VE EOTN6KK SERVICE 



FREE SESSION 



CREDIT AM) THE GONSUER 



SAYRBVILLE JEWISH CENTER 



* 


CREDIT LEGISLATION 


. .WE HAVE CERTAIN RIGHTS 


* 


CREDIT SOURCES . » . 


. . SHOPPING POR A LOAN' 


* 


CREDIT BUREAUS . . 


. 4 * FUNCTIONS AND IMPORTANCE TO US 


* 


CREDIT RATING . . 


. . WHY AND HOW TO B8TABLISH A GOOD ONE 


* 


BORROWING HONEY . 


. UNDERSTANDING CONTRACT TERMS 



SPEAKERS RICHARD H. SPRINCE 

FAMILY RESOURCE MANAGEMENT 
COOPERATIVE EXTENSION SERVICE 
RUTGERS UNIVERSITY 

* TIME s THURSDAY, OCTOBER 6, 8s 00 P.M. 



/ 



LOCATION: SAYRBVILLE JEWISH CENTER 

c 

BORDENTOWN ROAD, SAYRBVILLE 

CONTACT! RABBI PORT 727-4334 
RICHARD SPRINCE ^32-9737 



ERIC 
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APPENDIX 71* 



Fflmw commumcoTion 

* 

nno 



$monEy§ 



SPEAKER: DR. STAftfY PARKER 

PROFESSOR-FAMILY ECONOMICS 
DOUGLASS COLLEGE, RUTGERS 



MWVJCNK PROBLEMS WUCH FAMILIES FACE TODAY CAN % LESSENED IF CCmWCATION 
ifJ^^'^^? 15 M9CUSSICNB WVOLVlNtJ MONEY PLANNING -CAN WLP BBUEVE 
MANY FAMILY PRESSURES AND BUILD CONFIDENCE BETWEEN 8 P0UBE8 . 

A» W*J INTEFBSTED IN HEARING M3C I ERAS ON THIS TOPIC INCLUDING TBOtOOUES 
TO WLP YOU MO YOUR FAMILY COMMUNICATE BETTER? 



WW ATTEND OUR FREE SESSION ; 

WHERE: URBAN LEAGUE. THROOP AVENUE, NEW BRUNSWICK 

WHEN: JULY 6, WEDNESDAY - 2:00 PM 

PROJECT COORDINATOR: RICHARD H. SPRIMCE - 932-9737 

. COOPERATIVE BXTBNSION SERVICE 
Cook College - Rutgers University 
The State University of Now Jersey 
New Brunswick 



) 



ooperating Agencies: Rutgers University - The State University of New Jersey. The 
.9. Department of Agriculture and the County Boards of Chosen Freeholders. The 
eoperativ* Extension Service provides information and educational service to arl 
•ople without regard to race, color or national .origin. 
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OOOMMflTXVB DOWBION 8BWIGE 



BKcmnuus jmu am 

A 



CREDIT 
A MftTTFR (F IMTFRFSTI 



* Loan Sources vs. Interest Rates 

* Credit Bureaus - Functions & Iwwtance 

* Credit Rating - How To Establish A Good One 

* Financial Difficulty - Alternative Solutions 

* Low Contracts - Imwtant Terms To Wo* . 

< 

ME W IMEgSEE 

Tift: SEPTWER 29. THURSDAY^ 8:00 P.M. 
LOCATION: SAYREVILLE JgHISH CENTER, BORDENTDNN ROAD, 
SAYREVILLE 

CONTACT: RICHARD SPRINGE 952-9737 
RffiBI PORT 727-™ 




APPENDIX 7N 
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SB3BSBSBSB8 



NO ONI SHOULD NI88 
$ 
I 

III 
I I I 
I I 
I I I 
I I 
I I I 
I I I 
I 
I 



Lunorn learr 

ON YOUR MONEY MATTERS 

• F R E £ WORKSHOPS 
TO; Bveryfcne interested In lie? roving his/her MONEY NATTERS and consuaur 



DATES: Striti 1 -April 19th. 26th. and Nay 3rd ATTEND 

OR EITHER 
Series 2 - May 17th, 24th. and 31st SERIES 



%%%%%%%%%%%%%%%%%«%%%%%%%% 
% % 

% BRING YOUR LUNCH % 
% % 
% WE'LL SUPPLY COPPBB! % 
« 

%%%%%%%%%%%%%%%%%%%%%%%%%% 



TIW: 12:00 noon - 1:00 p. a. 

PLACED Ext ana ion Confaranca Cantar - Rooei B 

College Pars Road - Cook College Caapus 

TOPICS: Bach'series will covar tha following topics: 

Paaily Pinanca (Budgating) 
. Coping With Cradit 

Why Insuranca and* Saving T 

PRESENTED BY: Cooperative Bxtansion - Horn Econoaiica 

Danisa Matajic - Associata Specialist in 
Family Rasourca Ma nag as* nt 

and Program Assistants, Richard Spruce and Susanna Bonaao 
Praa pamphlets, fact sheets, and worksheet • for avaryona to us a. taka hoe*, and share! 

ES BSBSBSBSESBSESESESBSBSESESBSBSBSESESBSESESESBSE5ESESBSBSESBSBSBSBSBSBSBSBSBSB3BSBSBS 

PLBASB RBTWN ATTACHED REGISTRATION FORM FOR SERIES 1 by April 14 . FOR SERIES 2 
»Y Hay 5 , - SPACE IS LIMITED TO FIRST 4$ W HO UP fflfiiELi 



QUESTIONS: Contact - Daniae Matajic - 932-979* 




I w 1 C»*f vision 

LtJc^. Center 



j ^ H»mc 6c 



Watch for 
Confaranca 
Cantar Signl 



JC 
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APPENDIX 70 
FINANCIAL PLANNING FOR gfrjTgg LIV/NC 

Co Sponsors - Itutgers, .Cooperative Extension Service ft Johnson H Johmoir-SURGI 



SAVINGS/ INVESTING May 23 

Eric Krantx ^ 
Vice President - Investments k 
Shearson llayden Stor.s Inc. 
Gateway 1, Newark, N.J. 07102 



FINANCIAL PLANNING 4 CREDIT LEGISLATION - MAY 30 



:e Maiffgei 



Dtnise M. Matejic, Assoc. Professor 
Associate Specialist in Family Resource Management 
Rutgers University * Cook College * , ' 

Cooperative Extension Service 
P. 0. Box 2il, New Brunswick, N.J. 08903 



LIFE INSURANCE - June 6 
Dr. Neil Gaston, Chairman 

Dept. of Busipess Education, Distributive Education, and 
Administrative Office Management 
Division of Business . 
Trenton State College 

Trenton, N.J. 0862S » 
HOUSING -June 13 

* 

Mr. Joseph H. Martin 
Consultant ard Appraiser for N. J. Association of Realtors 
Associate profasssr - kyd*r College 
% N.J. Association of Realtors 

Moderator - RicharJ II. Sprince 

Program Assistant in Family Resource Management 

Rutgcr.; University - Cook College <* 
P. 0. Box 231, New Brunswick, N.J. ' 

J ft J Liaison - Alan Weinberg * 

Manager, Organisational Planning ^ 
Surgikos, Johnson 4 Johnson * ? ' 

New Brunswick, N.J. J38903 

COOPERATING AGENCIES: RUTGERS - TIIE SJATE UNIVERSITY, U.S. DEPARTMENT OP AGRI- 
CULTURE, AND COUNTY BOARDS OP CHOSEN FREEHOLDERS. EDUCATIONAL PROGRAMS ARB 
OFFERED WITHOUT REGARD TO RACE, COLOR, OR NATIONAL ORIGIN. THE COOPERATIVE " 
EXTENSION SERVICE IS AN EQUAL. OPPORTUNITY EMPLOYER. 



l3x 
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HELPING FAMILIES ADJOST WHERE 18 YOUR 

TO ECONOMIC CHANGE 



MONEY GOING? 

\ 



FAMILY FINANCIAL PLANNING 



SPEAKERS: Denise li. Matejic 

Aasociata Specialist in 
Family Rasourca Managamant 
Rutgara Univaraity - Cook Collaga 
Cooparativa Bxtanaion Sarvioa 

Richard H. Sprince 

Extension Assistant 

Family Raaourca ManSgamant * 



X 



1/ H E i! 
W H E R 



PLANNING THE FAMILY DOLLARS 

Communication and Joint Decisions on Money 
Your Savings ? Investment $ 
Mutual Funds - Bonds - Stocks 
Protection for the Consumer 



Jut e 13, 1977 7:00 - 8:30 

: Sears Community Room, Highway 1 a New Brunswick 

cooperative extension service 
Cook Collaga - Rutgara Univaraity 
Tha Stata Univaraity of Naw Jaraay 
Naw Brunswick 



L«a«!i!rr?L!f J*J CU ! tUr# • n ?, th * County Board * °* a* 0 ™ PwAoidtrs. Iha 
Ds2iriiSJ£ ? Providsi information tnd sducational tsrvieas to all 

psepit without rsfard to racs, color, or national origin. 
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APPENDIX 7Q 

HELPING PM4HJES ADJUST ' WHERE IS YOUR 

TO ECONOMIC CHANGE MONEY GOING 



SPEAKER: DEFUSE N. IWEJIC 

STATE SPECIALIST - FAMILY RESOURCE 
MANAGEMENT. 

NEW JERSEY COOPERATIVE EXTENSION 
SERVICE 

RUTGERS UNIVERSITY -> COOK COLLEGE 



* WERE TO PUT YOUR SAVMGS 

# SAVINGS ? ; HNESTT€rr IM1EREST VS. MONEY RISKS 

• TYPES OF STOCKS ?, ttMB 

i : , ! 



: • . f 

JIBJ. JUNE 8 4:10 

|J£J£. MIDLAND ROSS (HIGHLAND PARK) CAFETERIA 



Mi;a 



JWTIVE EXIESIQ! SERVICE 

Cock COllege-Rutgers university-Obe State 
Uhivarsity of NeiT Jersey, Maw Brunswick 



^Cooperating Agencies* Rutgers tttiuersity-Ohe State UvLvereity of 
New Jersey, The U.S. Department of Agriculture and the County 
Boards of Choesn Freeholders. 



13? 
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DEAR FRIEND: 



KB ARB PLEASED THAT OUR LAST SESSION, INVESTMENTS 
I SAVINGS, MAS APPRECIATED. SPEAKER, ERIC L. JOtANTZ 
MAS HAPPY TO SHARE HIS MUCH NEEDED SERVICE. THIS 
TUESDAY, JUNE 21, 1877, KB WISH TO SHARE WITH YOU 
ANOTHER VALUED SPEAKER ON LIPB INSURANCE. PLEASE 
ATTEND OUR SESSION AND STAY FOR AS LONG AS YOU LIKE... 

SPEAKER : martin k . kirchnbr 

SALBS MANAGER - METROPOLITAN 
NOODBRIOGB, NJ 



LTIBi^ 



PROJECT COORDINATOR: 



RICHARD H. SPRINCB 

EXTENSION ASSISTANT 

RUTGERS UNIVERSITY - COOK COLLEGE 

COOPERATIVE EXTENSION SBRVICB 

NEW BRUNSWICK, NJ 



WHAT IS LIFE INSURANCE? 

SHOULD I BUY LIFE INSURANCE— HOW flUCH? 

WHAT TYPES OF LIFE INSURANCE ARE THERE? 

(POLICIES. PRICES, MORTALITY TABLES, ETC.) 



WHEN: JUNB 21, 1977 4:10-S:00 

WHERE: cafeteria, midland ross-- somerset, nj 



COOPERATIVE EXTENSION SERVICE 
Cook College - Rutgtrs University 
The StmteUnivers ity of Now Jersey 
Now Brunswick 



Cooperating Agoncios: Rutgtrs University - Tho Stmts University 
of Now Jersey, The U. SV Department of Agriculture end the 
County Boards of Chosen Freeholders. The Cooperative Extension 
Service provides information and educational services to mil 
peo>le without regard to race, color, or national origin. 
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APPENDIX 7tf 



CONSUMER EDUCATION 1NSBKV1CB WORKSHOP 



Co Sponsored by: 

Forth Aaboy Public Schools 

Rutgors-Cook Col logo Cooperative Extension Sorvico 
Contor for Education Sorvicos * 
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Landmark Inn 
Woodbrldfa. Naw Jaraay 



Juna 19, 1978 



1 

.NOIX 7S - - Continued 



'# /VTPI 



AC1NDA 

\ 

12:45 - 1:30 Lunch 

1:00 * 1:10* Introduction - Dr. Koonlg 

1:10 - 1:30. "Whoa Is, Daals, and You" - Pi las trip 



1:30 ^2:1 



1:30 V^2:00. Car Hunting A Richard VI. SprUcs 

'Avoiding TraAs In tha Car Buying Jungla' 

. Bargaining with tha Car Salasnin 



Purchasing a Second -Hand Car or a Brand Nat* Hoadacha 
Financing Your Car? 



^Mfb - 2:30. Consular Cradit Laglslation - Daniss M. Matt lie 
M You Hava Cartain Rights** 

.✓^Establishing a Crodlt Rating 

I Crodlt Buraaus 

. Pair Crodit Billing - Pair Crodit Rsporting 

2r30 - 3:00, Contunar Bahavior - Mary Lou Huill 

• Why Wa Buy'. Buywanship 
3:00 * , Faodback, Discussion, and Adjournment 
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APPENDIX 7S r - Continued 
PIANH1NC COWUTTU 

Perth Artboy Public Schools t 

Dr. John H. Koenig • Supervisor of Industrial Arts, Vocational Industrial 

Education end Hose Economics 

Gloria Wyiykowski - ContUMr Educe t Ion Coordinator 

Edith Kreho • Assistant Superintendent 

Milter Stanleeweki - Department Heed, Physical Education 

Kutaors-Cook CoUeie Cooperative Extension S^rvicf 
Denlte M. Matcjlfc • Associate Professor, Paaily Resource Management 
Riohatd H, Sprlncc - Program Assistant, Family Resource Management 

Center fol Edition .Services 
. Mary Lou Hamill * Manager 

N 

* r 

X 



Hi 
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IOM SAT IT ... 
WRITS IT ... i 



MINtf SIX COUNTY 
WBIME BOABD 

Infra-Office 
Nonrsletter 



MUCH i%ff>r 



AT THE NEXT STAFF Mf F T 1 NC , WE ONE 5DAY , APR 1 1 HTM 
NCWCU BENEDICT Will REVIEW: 



1. JWORKMAN'S COMPENSATION 

2. PRESCRIPTION ORUC PR 
THERE *ll BE TWO SfSSlONS. 

A THROUGH I 
* " t - 10: SO To I I : 10 A.M. 



• PROGRAM 

> 

to io:l5 a.m. 



NEW PHOKE DIRECTORY 




An up-to^data Matin* of ataff iiMbiri and 
thalr phon* nuiibiri It balnc praparsd doout'i 

honor ) . 

Wa viah to raalnd auparvlaory ataff to riturn 
lnfor»it i on* I ahaata Hating thalr phona nui- 
bara and iha numbara 0 r tnatr workara to 
Caraan Nartlnaa at tha switchboard. 

Our awttohboard ataff la «iao aaklng workara 
to Clva thair laat mati to ellanta. ^ It la 
dirricult ror our talaphona oparator to trana- 
far a call to a work a r <whan a ollan^calla and 
only knowa tha workar'a fir«t nui 




****** 

In our la»t <0*u0 of Don't Say It, Writ* It, 
w« forgot to mention th» following omploy* 
who aro ooltbrating thtir aarwio* anni v* vari* • 
during th» month of Nmroh. 



I faartf 



Sara Bragg* 



1 liar 

Anthony /aahaMfl^ 
Sva Soott 
ffltaan Sohut%ky 




ij 



on a oi 



STORK CLUB 

Congratulation* to Anthony and Orinda Small 
(Hodioaid Unit) on tho birth of Anthony, Jr. 
(uoighod in at $ lb*,, 13 oaa.J.. .and to 
Pa*#r and Mar i anno tortilla (*.P>A> Food 
Stamvo) on tho birth of a daughter, Mia 
($ lb*. $ 10 on, )> % .Congratulation* alio to 
tho matornal orandporonto , Chuok and Olga 
lutioan (forth Amboy Branoh Offiam). 



CONDOLENCES 

0u* tympathy it ttttndtd to tannit OMmii 
{tilth Amboy UtUt $t*vlctt\ on tkt dtoth 
of hth motkt** t Him it tank*. Caldt con be 
tint tot 

Tannlt QMmti 
II* Comttotk $t*mt 
j Htm Bku*t»ick, New JtAacy 1110 V 



rmy hattem 




"MONK Y MAT TERS AND HC A NCW MINI-SERIES, WILL 
BE PRESENTEO AT THE JfWCA OF CENTRAL JERSEY 
BEGINNING ON TUESDA^ MARCH HTH, AT 7:00 P.M 
THE PROGRAM IS A JOINT VENTURE WITH THE 
COOPERATIVC EXTENSION SERVICE AT RUTGERS-COOK 
COLLEGE. 

THE SERIES, WHICH WILL INCLUOE ONE-HOUR PRO- 
GRAMS ON SIX CONSECUTIVE WEEKS, WILL-COVER SUCH 
IMPORTANT TOPICS AS CREDIT, INSURANCE , SAVINGS 
ANOVJNVPSTING, MOUSING ANO MONEY PLANNING. 

THE YWCA PEE POR THE COMPLETE SERIES WILL BE 
$1.00 PER PAMILY FOR YWCA MEMBERS AND $9.00 PER 
FAMILY FOR NON-MEMBERS, OR $1.00 PER PAMILY PFR 
SESSION. 

REGISTRATION IS NOW OPEN ANO ADDITIONAL INFORMA- 
TION IS AVAILABLE BY CALLING THE YWCA AT 



ALSO AT THE *V... 

THE FILM ENTITLEO "HOW TO SAY NO TO A RApiST 
ANO SURVIVE" WILL BL SHOWN AT • 30 P.M ON 

■JKS?w" T ? I M ! t0UNCC AT TH * YWCA OF CENTRAL 
JERSEY. AN INFORMAL DISCUSSION WILL FOLLOW, LrO 
BY MEMOERS OF THE WOMEN'S CRISIS CENTER ' 

ADMISSION IS FREE AND THE GENERAL PUBLIC IS 
INVITEO TO ATTEND. 




C ONGRATULATIONS 

*t t*tt*d co*gkAul*U0*A to P&MtA Combotc* 
Ittccptio* Pi*M M nd to ht* ao*, Hick, 

Mt'Mt ju*t btt* in{ohmtd tkot Hick, « junioh 
*t fUtaUmov Hifk School. kaA been appointed 
to the Hotionot Homo* Society. 




6ET WELL WISHES 

...to Marty Viintraub who kao boon hoopitaliood 
vitk a brokon lig, 

Cardo oan bo tint tot 

Harty Vointroiub 

'J South Dovor Avonuo 

Somoroot, 00v Jwioy 0BB7S 



r 

DID YOU GUESS OUR LAST ANAGRAM??? • p 
ym, A FROSTY SHARK... was... SHARON YATROFSKY 
" NOW TRY THIS ONE... ^ f 

DR. .GOAT FEET 
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APIMNDIX ?1 



OPERATION LOVE 

Horn about joinina m Opt nation love 
\tmtmbtkimg tht iihthdayt oi patitntt at 
tht Chronically 111 Hotpital. 



i ont tmied 



and 



Bikthdayt coming up inctudt* 




Haft* Cuaaac 
itbtut Atkinton 
Julia V**0* 
Noft* 0* l€«%^ 
tf*C H*ftft44 
ft*€ft Get 6 



Apuil I 
Apuil • 
Ap/U* I 
ApU* I 

Apiit 10 

Stud eaidt to 



Middttttx County HoijUnt ion tht 
Cknonicotty Hi 
Otonott toad 

NoMh 8ftu*4sMct, Nt* Jtmty tlftf 

Vou donU Jiavc to Atnd « fancy oft txptmivt 
end- a thott nott, a U* tint*, txphtuing 
you* bikthday withtt utitt do. Vou don't 
tv<* asve to »a4l **c caftd4/ 4< you bft4na 
tktm lH to tht otiict mt'tt ttnd thtm out 
to tht patitntt. A tptciot box to cotttct 
cahd* iOft M O*E*ATl0N I0v?" U ovoitabtt 
nt*k tkt 4tipcftv440ft4' Mt44«|t bookd. 



\ 



RADIO CITY ANYONE??? 

Tko TVCA of Control Jorooy will givo aroa 
rooidonto ono of thoir loot ohanooo to ooo 
tho world famoua nookottoo on a trip to 
nodio City Muoio Mall oat for Monday, 
Maroh Ifth. Tho program will inoludo tko 
traditional taotor Pagaant and tho film 
* fosssd Swdrdo. " 

Oonoral admiooion tiokato and round trip 
buo tranoportation will bo $$.$0 for 1VCA 
momboro and $9.00 for non-momboro. Tko buo 
will loavo at 10:00 A.M., allowing timo for 
partioipanto to ohop and havo lunoh in tho 
oity boforo tho 1:1$ P.M. porformanoo. Tho 
buo will roturn at $:00 P.M. 

Additional information io availablo by oall- 
ing tho TWCA at J4j-*#ff. 





OVKRNBARD AT THE VATMCOOLlR 



ASH \ "I'm getting my girl frisnd a 

apsoial ring for 8t, Pat rick * s %Day I " 

PAN i "What's to sptoial about it?" 

" '" <* 

ABHi "It has a «hs» rook!" • 
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APPENDIX 7U 

Cooperative Extension Service 
Box 2M " 
Cook* Col I age Rutgers 
Denise M. Matejic 

Project Director 

May 1, 1978 

Pear Mrs. Matejic: 

Ne want to thank you for helping us to satisfy soma of our training 
needs. K special thanks to Mr. Richard Sprince whom was instructive and 
was able to respond to aany of our questions. Our staff has a long way 
to gc», but we are a lot wiser. 

^ If Mr. Sprince can bring us any new developments, we would look forward 
to seeing hist again. 

Yours truly, a 

Nancy Galarza, Trainer 
Hispanic Economic Development 



MAY 1 | 1978 



PUERTO RICAN ACTION BOARD, INC. 

ttl Qtoegt Street 

Afttnony veee ■ A 

e**<m« Ntw ■runswfch N J OtSOt 

Yet 101 Stf.4ftt4 ltt4*M 

JUNTA DE ACC(p'n P U fe R T O R R I Q U E N A 
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APPENDIX 8 



TA1LB Of ffKflXTS 



Acknowl odgeaon t s 
Itoit SuHMry 

Individual Learning Uhits: 



UNIT I - FINANCIAL PLANNING 

Fact Sheet »1 - Guidelines for Personal end Puily Spending 

Fact Sheet '2 - Budget Planning . 

Ptct Sheet »3 - Taking Financial Inventory 



UNIT II - COPING WITH CREDIT 

Pact Sheet '4 - What it This Privilege Called Credit? 

Pact Sheet '5 - How Do I Establish a Credit Rating and Why Is It So Important 

Pact Sheet #6 - Helpl Pa in Debt I What Do I Do? 

Pact Sheet '7 - Buying a Car on Credit? 

Pact Sheet '8- A - Credit Protection *for Consumers 

Pact Sheet »8-B - Credit Protection for Consumers Title VII: Equal Credit 
Opportunity Act 

Pact Sheet »8-C - Credit protection for Consumers Special Problems Women 
May Have 

Pact Sheet 'B-D - Credit Protection for Consumers Federal Trade Coani anion 
Rules and Your Credit Rights 

UNIT III ■ PLANNING POg PROTECTION: LIFE INSURANCE 

Pact Sheet '9 - The Basics 

Fact Sheet '10-A - Basic Policy Types 

Pact Sheet '10-B - Whole Life and Endowment Policies 

Pact Sheet '10-C - Combination Plans 

Fact Sheet '11 - Policies for Every Person 

Fact Sheet #12 - Important Provisions 

Glossary of Life Insurance Terms 

UNIT IV - FINANCIAL ASPECTS OF HOUSING 

Fact Sheet '15 - Important Considerations 

Fact Sheet '14 - Consider the Cost 

Fact Sheet 'IS - The Purchase Agreement and Your Lawyer 

Fact Sheet '16 - The Closing 

Fact Sheet '17 ^ You Have Other [touting Choices 

Fact Sheet '18 - In's and Out's of Homeowner's Insurance 

Fact Sheet '19 - What's in a Mortgage? Get to Know the Terns # 

Fact Sheet '20 - Types of Mortgages 

Fact Sheet '21 - Final Thoughts on Mortgages 
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APPENDIX 8 - - Continued 



- 2 - 



WIT V - MAKING YOU* MONEY CJWW 

Ftct Sheet 122 . What Savins Can Do For You 

Fact Sheet 123 - Guidelines for Establishing Your Personal or Fully Savings 
Plan (for use with leaflet, "Self Analysis for Determining 
' Parsonal and Faally Savings Goals") 

Fsct Sheet 124 - Increasing Your Savings (for use with leaflets, "Differences 
•>. * cu i n ^n*"* Characteristics" and "How Savings Accounts Vary") 

Fsct Sheet I2S - Saving versus Investing 
Fsct Sheet 126 - Investing — Bonds 
Fact Sheet #27 - Investing Stocks 
Fact Sheet #28 - investing -- Mututal Funds 
Fsct Sheet 129 - What the Small Investor Needs to Know 



Appendix 

Outline and Instructions for Use of Units for participants 

Unit Quizzes 

iivaluat ion Questionnaire 
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About the Author 



• 

Denise Matejic is Associate Specialist in Family Resource Management, De- 
partment of Home Economics. Cook College, Rutgers University. She has a Mas- 
ter's degree from the School of Business Administration in Vienna, Austria, and did 
post-graduate work at the Institute/of Finance, New York; the American Institute of 
Banking, and the New Jersey Professional School of Business. 

As a family resource management specialist, she provides assistance to Exten- 
sion faculty and other professionals in developing, implementing, and evaluating 
educational programs in family financial management and consumer economics 
She has written extensively for the Cooperative Extension Service, Cook College 
Rutgers Uriiversity, and co-authored Personal Money Management, Guidelines for 
TeacNng used nationally and/other publications used regionally. 

She has been a guest lecture; at Rutgers University's Douglass and University 
Colleges, Fairleigh Dickinson University, and many New Jersey community col- 
leges She has also hosted two television series in consumer education. Mrs. 
Matejic ha,s been a frequent speaker at seminars and workshops for professionaf 
and community groups on a county, state, and national level. She has also pro- 
vided training for employees of several industrial corporations. 

Mrs. Matejic is a member of the New Jersey Bell Consumer Advisory Panel, the 
New Jersey Ford Consumer Appeals Board, and a director of the New Jersey 
Consumers League. She serves as a member of the American Council of Life 
Insurance Advisory committee, and has been consultant for the New York Stock 
Exchange. Household Finance Corporation, Gulf Oil Consumer Affairs office, and 
New Jersey Department of Education— Center for Consumer Education Services. 
She is a member of the Northeast Extension Publication Committee on 
Management/Consumer Education. She is a member of the American and New 
Jersey Home Economics Association, New York Regional Council for Industry- 
Education Corporation, American Council of Consumer Interests, and Women's 
Studies Institute of Rutgers University. She has been listed in the 1979 edition of 
Who's Who in Finance and Industry. 




* MEMBERS OF THE ADVISORY COMMITTEE TO THE PROJECT 
"HELPING FAMILIES ADJUST TO ECONOMIC CHANGE" 

Vincent A Abbatiello, Photo Communications Coordinator, Rut flora University Cook College, 
Cooperative Extension Service, New Brunswick, New Jersey 

Richard Benedict, Secretary. New Jersey Bankers Association, Princeton, New Jersey 

Joseph Benincaaa, Special Services Manager, United Way of Tristatd, New York, New York 

John M Farrell. Senior Vice President, Community Affairs, Beneficial Mortgage Corp , Morris 
town, New Jersey 

Thomas M Foley, Vice President of Marketing, Carteret Savings mid Loan Association 
Newark, New Jersey . 

Mary Lou Kamill, Manager Center for Consumer Education Services, New Jersey Job Corps 
Center, Edison, New Jersev 

Rev. John Haywaul, First Baptist Church, New Brunswick, New Jersey 

Edward J Ledford, Executive Director, Better Business Bureau of Central New Jersey 
Cranbury, New Jersey 

Peter F Martens, Courvty 4 H Agent, Middlesex County Extension Service, Cook College 
Rutgers University, New Brunswick, New Jersey 

Frank McHugh, Director of Special* Service Protect, Securities Industry Association,* 
Committee on Economic Education, New York, New York 

Harrison W Moore, Jr , Actmg Regional Manager, US Chamber of Compered New York 
Nqw York ' 

Salvatore Sangiorgi, Associate Regional Director, Federal Trade Commission, New York 
New York 

Mary Schenck, Branch Manager, Middlesex County Economics Opportunity Corporator* New 
Brunswick, New Jersey ^ 

George E Scharpf , Vice President, Amboy Madison National Bank, Parlin, New Jersey 

Dr Sidney I Simon, Professor, Economics Department, Rutgers College, Rutgers University, 
New Brunswick, New Jersey 

Edward H Spencer, District Staff Manager Consumer Affairs, New Jersey Bell Telephone. 
Newark. New Jersey 

Mlltorr H Cowan, Senior County Agent, Middlesex County Extension Service, Cook College, 
Rutgers University, New Brunswick, New Jersey 

Clark Spratford, AFL CIO Community Services Director, New Brunswick, New Jersey 

Vernon N. Stewart, Coordinator of Community Services. Title I Office. New Brunswick. New 
Jersey 



Sharon S/abo, Consumer Analyst, Division of Consumer Services, New Jersey Insurance 
Department, Trenton, New Jersey 

Harvey I Trabb, Sfaff Writer, Rutgers News Service, Rutgers University, New Brunswick New 
Jersey 

Viola Van Jones. Director, Womens Center. Douglass College. Rutgers University New 
Brunswick, New Jersey 

Joel Wiener, Coordinator of Financial Project Dept , Urban League of > Greater New Brunswick, 
New Brunswick, New Jersey 

Allan A. Welsberg, Manager of Organizational Planning. Surgikos (Johnson & Johnson), New 
Brunswick, New Jersey 

Rense Zimrin. Advisor. New York Regional Council for Industry - Education Cooperation. West 
Orange. New Jersey 

Dr John L Gerwlg. Dean, fcooperatlve Extension Service; and Associate Dean. Cook College, 
O i University, New Brunswick. New Jersey 
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For information regarding the ordering of educational materials developed under 
this project, as listed below, write to the Publications Distribution Center, Rutgers 
University, Cook College, P.O: Box 231, New Brunswick, New Jersey 08903, 
• Copies can be obtained at cost. Write to the above address for quotation of prices. 



Planning and Managing Community Programs— A process approach 
Helping Families Adjust to Economic Change— A project report 
Your Money Matters — A self-study program guide for educators 
• Personal and Family Finances— A resource guide for teaching 




COOPERATIVE EXTENSION SERVICE 
COOK COtLMM" 

M/TOIM — THl ST ATI UNIVERSITY OP NSW JIMMY 

^■w srunswic* 



Distributed In cooperation wilth U.S. department of Agriculture In further- 
ance of the Acts of Congress of May S triune 30, 1914. Cooperative 
0 Extenetbn Service work In agriculture, home economics, and 4-H , John L. 
Qerwtg, de*n of Extension. The Cooperative Extension Service provides 
Information and educational servioes to all people without regard to race, 
oolor; or national origin. The Cooperative Extension Service Is an Equal 
Opportunity Employer. 
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